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The State Turns to La Monte for PROTECTION! 


When a police officer demands your license 


you are in trouble if you cannot imme- 
diately produce documentary evidence of 
ownership of the car and of your right to 
drive it.» » Operators’ licenses should be 
protected against alteration and coun- 
terfeiting. » » That's why 

many States have these, 

as well as other im- 

portant forms, printed 

on La Monte Safety 


Papers, with the State’s seal or insignia 
incorporated in the paper. » » La Monte 
Safety Papers were developed 70 years 
ago as a means o1 safeguarding checks 
and other negotiable instruments. They 
have proved so eminently satisfactory that 
they are recognized as the “standard of 
safety” for this purpose. » » Today, out- 
standing business organizations from coast 
to coast, including more than 75% of the na- 


tion’s largest banks, use and endorse them. 














LETTERS 


The January Issue 


Smrs: I have just finished reading the 
January issue of The Burroughs Clearing 
House. 

You are certainly rendering a real 
service to the banking fraternity through 
your magazine. Those who fail to read 
Walter B. Bimson’s article on ““Banking’s 
Big Problem,” J. Lawrence Kolb’s ‘‘Setting 
Up A Bond Account Formula,” and E. L. 
Stucker’s ‘““Ten Advantages of Personalized 
Checks” will be missing something. 

Here’s hoping that we may never be 
deprived of The Burroughs Clearing House. 
It is one of the most valuable banking 
publications of the many which come 
across my desk. 

THEODORE ROKAHR, 

Vice-president and Treasurer, 
First Bank & Trust Company, 
Utica, New York 


° o * 
























Help from Home 


Strs: This is just a line to say that 
since last writing to send the article on 
the effect of war on British banking* my 
office has been bombed and completely 
destroyed. So you will have to change 
my address. 

We are having a go of it, as you doubt- 
less know, and members of the American 
colony who decided to stick it out during 
the war are glad to know that help 
from home is on the way. 


FRANK PLACHY, 
London, E. C. 2, 
England 












*The Burroughs Clearing House, Febru- 
ary, 1941, issue. 
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Advertising Service 


Sirs: We have just designed five series 
of advertisements for banks on personal 
loans, mortgage loans, savings accounts, 
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PERSOWAL — | ~. . nave used the Personal Loan 
and service offered by this bank. 
FAMILY WEEDS The purposes for which this in- 
on stitution is glad to make loans 

are almost as widely varied as 

LIBERAL human needs. Prompt attention 
TERMS will be given to your loan appli- 
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cation. 
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Advertising brought more borrowers 


safe deposit services, and special checking 
All of the advertisements are 
illustrated and although they are provided 
in mat form, copy for the ye text may 
be individualized to meet 


accounts. 


ocal conditions. 
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This service is available to banks through- 
out the United States at a reasonable cost. 

One of the banks using our service, the 
Birmingham National Bank of Derby, 
Connecticut, reported in January, 1940, 
before using our service that it had made 
32 personal loans, and that in January, 1941, 
after running four of our advertisements, 
that it made 114 loans, an increase of over 
280 per cent. Although part of this 
increase may be due to better business 
conditions, the bank reported that most 
of the people who came into the bank 
specifically mentioned having seen the 
advertisements. 


Davin M. WA tL, Director Bank 
Advertising Service, 
Albert Frank-Guenther Law, 
131 Cedar Street, New York, N. Y. 
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Farm Man Power 


Strs: Asa result of the national defense 
program, with thousands of men being 
employed in factories and others being 
taken into military service, the shortage of 
man power on the farm and the need 
for mechanical power to raise and 
harvest crops is becoming increasingly 
obvious. 

Indications for this year are that the 
crop will be larger than for sometime past. 
Even though the acreage may not be 
materially greater, farming is likely to be 
more intensive. Moisture conditions are 
more favorable than for many years. 
There will undoubtedly be a larger income 
for the farmer in 1941. 

Because these factors are of direct 
interest to our company, which serves the 








fee \NVESTMENT DOLLARS 


ESPONSIBLE dairymen in Eastern 
R milksheds, cotton growers in the 
South, livestock feeders in the Middle 
West, ranchers in Intermountain States, 
fruit raisers on the Pacific Coast .. . are 
the eventual customers of the twelve 
Federal intermediate credit banks. 

The notes of farmers and stockmen 
accepted by these banks represent all 
major types of the Nation’s agriculture 
and carry the full strength endorsement 


of the local lending institutions—pro- 
duction credit associations, agricultural 
credit corporations, livestock loan com- 
panies, state or national banks. 

Such notes provide the basis for is- 
suance of Federal intermediate credit 
bank debentures, which enjoy the 
further security and collateral diversity 
derived through discounting, for the 
banks for cooperatives, paper backed 
by agricultural commodities in storage. 


THE FEDERAL INTERMEDIATE CREDIT BANKS 


SPRINGFIELD, MASS. 
BALTIMORE, MD. 
COLUMBIA, S. C. ST. LOUIS, MO. 


LOUISVILLE, KY. 


NEW ORLEANS, LA. 


ST. PAUL, MINN. 
OMAHA, NEB. 
WICHITA, KAN. 


HOUSTON, TEX. 
BERKELEY, CAL. 
SPOKANE, WASH. 


Further information regarding the Debentures may be obtained from 


CHARLES R. DUNN, Fiscal Agent 


31 Nassau Street, New York, N. Y. 








farmer, we believe they will be of interest 
to banks in the farming areas. 
W. C. Mac Far.ane, President, 
Minneapolis-Moline Power 
Implement Company, 
Minneapolis, Minnesota 


+ 7 * 
Modern Styling 
Sirs: Making its national debut at the 


New York and Chicago business shows in 








February was the new model “R” line of 
postage meters manufactured by our 
company. 

The “RS” machine pictured above is the 
medium-speed model of the line. It 
automatically feeds, stamps, postmarks, 
seals and stacks mail at the rate of 175 
pieces a minute, and simultaneously im- 
prints the user’s own advertising poster or 
——e on the envelope. The modern 
styling is by Vahan Hagopian, prominent 
industrial designer, whose new TelAuto- 
graph recently won Electrical Manufactur- 
ing’s national design award. 

anks more than any other type of busi- 
ness pioneered the postage meter to its 
present position and are in no small way 
responsible for the extraordinary percent- 
age of metered mail to total postage 
revenue. 

FREDERICK Bowes, Jr., Manager, 

Advertising and Publicity, Pitney- 
Bowes Postage Meter Company, 
tamford, Connecticut 
* ¢ 


Not Master but Guard Key 


Sirs: We have just read with more than 
usual interest the Director Clutchbill story 
involving a safe deposit box in your 
December issue. We note, however, that 
the author makes reference to access to the 
deposit box with a “master” key. In this 
connection we thought that you and the 
author would be interested in the following 
question discussed at a recent meeting of 
our association: 

“Please consider and be prepared to 
offer your opinion as to the best word to be 
used to describe the key that prepares a 
safe deposit lock for opening by the cus- 
tomer. The word frequently used is 
‘master’ but it would seem that this might 
be misinterpreted by the — leaving 
the impression that the holder would have 
control over all boxes.” 

The record of discussion of this question 
appears in our December, 1940, Bulletin. 
The concensus was that a word such as 
“guard” key should be used to describe 
the key, and that the word “master” 
should not be used. 


James A. McBain, Secretary, 
New York State Safe Deposit Association, 
ew York, N. Y 
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In the TREND of BANKING 





Year-End Bank Deposit Figures 
Reveal Record Expansion 


With the continued inflow of gold, plus 
increased loans and investment holdings, 
the accelerated pace of bank expansion 
. during 1940 was the most rapid in the 
history of the coneny. This is revealed 
in a study of year-end deposit figures, which 
discloses that total bank deposits of the 
14,900 commercial banks in the United 
States rose to an unprecedented high mark 
of approximately $77,000,000,000, as com- 
pared with the previous record of $68,600,- 
000,000 at the end of 1939. 

The aggregate deposits reported by the 
100 largest commercial banks alone was 
$37,637,232,000, which is more than double 
their total in the depression year of 1933, 
and a gain of $5,443,004,000 over the 1939 
year-end. It is noteworthy that total 
deposits for these first 100 banks virtually 
approximates the $39,200,000,000 figure for 
all commercial banks in the country in 
1933. Individual deposit statistics for 
the 100 largest commercial banks are re- 
produced on page 24. 

This table reveals that the nation now 
has three banks with deposits in excess of 
$2 billions, and eight banks with over $1 
billion in deposit liabilities. With deposits 
of $3,543,337,564, Chase National Bank 
again occupies the top position, as it has 
every year since 1930, and retains its 
distinction. of being the largest non- 
governmental bank in the world. The rank 
of the first ten banks remains unchanged, 
except for the fact that The Chemical 
Bank & Trust Co. of New York advanced 
one notch to the No. 10 spot. 

However, there were many changes in 
rank and position among the other large 
banks in the country. For example, the 
Fiduciary Trust Co. of New Yok New 
York City, which celebrates its 10th 
anniversary this year, moved from 362nd 
to 282nd place in the list, a gain of 80 

laces. Among the 100 largest banks, the 
argest gain in rank was made by the 
State Bank of Albany, which advanced 
19 places with a deposit increase from $79 
























cAnnouncing * * * * * 
An Improved Schedule TO OUR’. 
of Allowances and Costs DEPOSITORS 


for Checking Account 














s ice * * * 
* Today, with 90% of this country’s 
No Minimum Balance Required business being done by check, the problem 
No $1.00 Monthly Service Charge and expense of handling checking accounts 


Charges Based on Actual Service Used 


* 


EFFECTIVE FROM 
FEBRUARY 1, 1941 


Guaranty Bank 
and Trust Company 


Mechanics National Bank 


Worcester County 


Members Federal Deposit Insurence Corporation 


of all sizes and degrees of activity is a 









Equally difficult is the problem of in- 
vesting the funds in these accounts 80 as to 
produce income to even partially offset the 
expense of handling: crediting deposits, 
| paying checks, rendering monthly state- 
ments and other services. 








The new plan is the result of the effort 
on the part of many banks throughout the 







rust Company 
Tees + establixhing service costs and allowances 


that will be fair and equitable to each 
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EIGHT GOOD REASONS. 

for paying by check 
Ne.'t. Safety—You do not have to. keen 


From $ 0.0108 2.40 
menses se: oS Sam. 
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From $00.81 109 60.00 © |: gem 
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No. 4. Saves Money— Money in your pocket easy 
to spend—you think twiee when you have te can 
draw money from the bank by check. 
No. 5. Saves Time—You don't have stand in} 

to pay taxes, inourance, telephone bills’ wer bakes 
other famniliar monthly obligations. : nad 


Ne. 6. Accuracy—Your chock 
checks jive an actount of every cert ney aie 





country to develop a uniform method of 







every cent you have de- 
posited or withdrawn—you know where 
soe. Particularly valuable for tax purponen 


No. 8. Credit Standing—Ps 
good impremion. Ite the forse nme makes a 


handling financial transactions, beta 











depositor 












An effective introduction of the full analysis method (see page 4) 


million to $124 million. In New York 
City, the largest advance among the 100 
largest banks was made by The Commer- 
cial National Bank & Trust Company of 
New York, which climbed from ord to 
56th in rank. 

Other notable advances among the first 
100 banks include: Savings Bank Trust 
Co., New York City, from 39th to 33rd 
place; The Detroit Bank, from 44th to 36th 
rank; Manufacturers National Bank of 
Detroit, from 48th to 41st; Marine Midland 
Trust Company of New York, New York 
City, from 55th to 48th; United States 
National Bank, Portland, Oregon, from 
56th to 49th; Brown Brothers Harriman 


& Co., New York City, from 82nd to 67th; 
United States Trust Company, New York 
City, from 75th to 68th; Central Trust Co., 
Cincinnati, from 96th to 90th; and the 
pane ami Bank, Detroit, from 107th 
to 99th. 


° Sd « 


**13”’ Proves Not Unlucky for 
This Oregon Bank 


When the United States National Bank 
of Portland, Oregon, opened for business on 
February 9, 1891, there were already twelve 
banks serving the metropolitan area al- 


The United States National Bank of Portland, Oregon, 49th ranking bank in the nation, celebrates its fiftieth anniversary 


Congratulatory floral tokens give a festive appear- 


ance to the bank’s impressive block-long lobby 


At the extreme right is President Paul S. Dick con- 
ferring with First Vice-president A. M. Wright 
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though its population was only some 
57,000. However, the newcomer was not 
deterred by the fact that it was the 
“thirteenth” in the community, and its 
growth has been rapid and constant. 

February 9 of this year marked the 
50th anniversary of the United States 
National Bank of Portland, and it is now 
the largest bank in Oregon and the 49th 
in size in the United States, with deposits 
as of December 31 of $162,522,442.08. As 
the anniversary date fell on a Sunday, the 
bank celebrated the occasion on the day 
following. 

The chairman of the board of directors 
of the United States National Bank of 
Portland is J. C. Ainsworth who, from 1902 
until 1931, served as president, when he 
was succeeded by Paul S. Dick, who still 
maintains that position. 


° ° ° 


Announcing Full Analysis on 
Checking Accounts 


In announcing to customers the adoption 
of full analysis on checking accounts, 
effective February 1, the commercial banks 
of Worcester, Massachusetts, issued an 
explanatory folder which contained a num- 
ber of noteworthy features evidencing con- 
meas forethought and careful prepara- 

ion. 

As can be seen from the illustration of 
the folder, on page 3, use of the term 
“service charges” is completely avoided. 
Instead of being apologetic in tone, the 
message emphasizes the advantages of the 
new schedule of allowances and costs, and 
of paying by check. Thus the cover page 
points out in regard to the improved 
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Beautiful new lobby of Commercial National Bank, Shreveport, La. 


schedule: “No Minimum Balance Re- 
uired. No $1.00 Monthly Service Charge. 

harges Based on Actual Service Used.” 

Upon opening the folder, and before 
coming to the detailed explanation of the 
analysis method, the reader is automatically 
attracted to a list of eight good reasons 
for paying by check. The banks realized 
that these advantages must be sold to their 
customers before any method of assessing 
checking costs would be fully accepted. 


Only after this favorable ground work has 
been laid does the customer come to a clear 
explanation of how the new method figures 
out. Three typical examples are cited of 
accounts with different average balances 
and varying activity. 


o « o 


New Bank Building Dominates 





Shreveport Sky Line 





Standing out as the tallest structure in 
the Shreveport, Louisiana, sky line, the new 
seventeen story building of the Commercial 





LONG EXPERIENCE 


More than one hundred years of 
experience by this institution in 
handling New England business 
for banks in all parts of the coun- 
try has created a service that must 
have real value to all banks desir- 
ing a Boston connection. ... We 


cordially invite your inquiry. 





THE NATIONAL 


Shawmut Bank 


40 WATER STREET « BOSTON 


Member Federal Deposit Insurance Corporation 













National Bank had its formal opening 
February 1. The occasion was marked by 
a housewarming in the evening, attended 
by thousands of guests including many 
out-of-town bankers. 

The visitors saw many things to admire 
in the new quarters. A decorative feature 
that drew especial attention was a group 
of five colorful murals in the main banking 
room. 

Many favorable comments were also 
received on the beautiful green marble 
columns and rose-colored counters, with 
terrazzo floors combining the two colors 
and laid in designs to harmonize with the 
shapes of the ceiling panels. From the 
— hang six large fluorescent chande- 
liers, finished in chromium and bronze. 

The modern trend toward the use of 
white metals is evidenced in the aluminum 
window sash and frames, and the white 
bronze teller windows. 

The entire building is air-conditioned for 
both winter and summer, and demand for 
tenant space is said to exceed the supply. 

F. D. Lee is chairman of the board of the 
Commercial National Bank, and Val H. 
Murrell is president. 


7 « 


Bank Issues Annual Report 
to Employees 


In addition to publishing the regular 
annual report to stockholders, this year the 
Peoples-Pittsburgh Trust Company, Pitts- 
burgh, Pennsylvania, followed the practice 
recently adopted by a number of industrial 
firms of issuing a special report to em- 
ployees regarding the institution’s pro- 
grams, policies and progress. Accordin 












In writing to advertisers please mention The Burroughs Clearing House 








to a statement from the pg toa deem 
Trust Company, as far as they know they 























are the first banking institution to issue 
such a report. 

In this 16-page pamphlet, the company 
outlines the accomplishments of the year, 
particularly as to nine special objectives 
the management had in mind for 1940. 
These included matters directly affecting 
employees, such as a new retirement plan, 
as ill as others which had to do with 
increased business and profits. 

Policies pertaining to peace-time military 
service are set forth in clear and concise 
language. Advertising and sales promo- 
tional activities are explained, giving the 
employee an idea of what forms of adver- 
tising will be used during 1941 and the 
services to be featured. Other parts of the 
report deal with income, expenditures and 
profits for the year. 

A simplified comparative statement of 
condition is presented, as well as an analy- 
sis of deposits. Another table lists signifi- 
cant facts about the bank. The last two 
pages are devoted to a list of the bank’s 
services, and the names of directors with 
their connections. 

Pointing out that “Just as the stock- 
holder has invested his money in our 
Company, so you have invested your time, 
your intelligence and your energies in its 
interest and your own,” the report states: 
‘we feel it highly important that you have 
the fullest possible understanding of the 
company? progress and policies, so that 
you will know its objectives and so that 
each employee will have a clear picture of 
his or her relationship to the whole institu- 
tion.” 

S Sd a 


Lawrence Warehouse Company 
Has New President 


Of interest to the banking field is the 
election of Hoyt O 
Perry as president of 
the Lawrence Ware- 
house Company, suc- 
ceeding the late Mr. 
A. T. Gibson who had 
been president of the 
company since 1920. 
Both are well known 
to bank officers 
throughout the coun- 
try, the Lawrence 
Company being one of 
the largest operators 
of field warehousin 
in the country wit 
branch offices in many principal cities. 

Mr. Perry was previously executive vice- 
president of the company, with head- 
quarters in New York. 





HOYT O. PERRY 


° Sd ° 


Bank Plans Commuter Branch 
in Railroad Station 


An unusual extension of branch banking, 
consisting of an office measuring only five 
by seven feet in a local railroad station, will 
shortly be established by the suburban 
First National Bank of New Rochelle for 
the convenience of commuters to New York 
City, according to Cashier E. Milton Berry. 

The bank’s officers believe that many 
commuters maintain their bank accounts 
in New York City because they are not in 
New Rochelle during ordinary banking 
hours. The new branch will be open from 
7:15 A.M. to 11 A.M., thus permitting 
commuters to obtain needed banking serv- 
ices enroute to work. 

The branch will occupy a niche in the 
waiting room formerly accommodating a 
bootblack stand. Two men will be on duty 
at first; later it is expected that the “staff” 
will be reduced to one. Formal approval 
-has been obtained from the Comptroller 
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of the Currency and the New York, New 
Haven & Hartford Railroad, and the new 
service is to be inaugurated April 1. 

The necessary space has been leased to 
the bank by the railroad company, which 
is said to be vitally interested in the project 
since it may lead to similar branches in 
other communities if it proves successful 
in New Rochelle. 
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Volume of FHA Financing Up 
20 Per Cent in 1940 


Lending institutions originated during 
1940 a total of $880,465,000 in home mort- 
gages accepted for FHA insurance, an 
increase of 18.8 per cent over the previous 
year, according to Federal Housing Ad- 
ministrator Abner H. Ferguson. 
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The volume of originations under Title II 
of the National Housing Act, classified 
according to various types of institutions, 
was as follows in 1940 and 1939: 





1940 1939 
National banks......... $214,934,000 $190,313,000 
State banks and trust 
companies........... 180,886,000 159,813,000 
Mortgage companies.... 209,022,000 173,758,000 
Savings and loan 
associations.......... 76,376,000 73,768,000 
Insurance companies.... 110,468,000 77,511,000 
Savings banks.......... 34,762,000 228,000 
Ps ee 54,017,000 37,674,000 
: RRA eas $880,465,000 $741,065,000 


The figures cover only loans to finance 
the purchase of small homes, accepted for 
insurance under Section 203 of the National 
Housing Act. They exclude modernization 
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Get the most out of your ex- 
pensive mechanical account- 
ing equipment by using paper 
made especially for the pur- 
pose. Weston’s MACHINE 
POSTING LEDGER and 
INDEX are made especially 
for machine bookkeeping 
forms and card record sys- 
tems. They have a special 
finish for fast, clean, smudge- 
proof entries .. . extra back- 
bone to prevent drooping 
and dog-earing . 50% 
cotton fibre content to in- 
sure long life and resistance 
to hard handling. Write for 
a portfolio of sample forms 
and cards. 


FOR PAPER BUYERS 


Read Weston's Papers, a special pub- 
lication packed with news, ideas 
and information of interest to 
paper buyers. To receive copies reg- 
ularly, write 


BYRON WESTON COMPANY 
DALTON, MASSACHUSETTS 
DEPT. D 
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PARKES ARMISTEAD, L. 
executive vice-president, 


E. WAKEFIELD, presi- 
dent, First National Bank 





RAY E. MAYHAM, presi- 


dent, West Side Trust Co., 


American National Bank, and Trust Company, Min- Newark, N. J., and presi- 
aanewere Tenn., and presi- amee Minn., and presi- dent, Newark Clearing 
ent ent, 


Nashville Clearing 
House Association 








J. L. DART, vice-president, 
Florida National Bank, Jack- 
sonville, Fla., and eee. 


Jacksonville Clearing House 
Association 


and repair loans insured under Title I of 
the Act, as well as mortgages on large scale 
rental projects insured under Section 207. 

The participation of private lending 
institutions in the FHA program con- 
tinued to broaden during 1940, Mr. Fergu- 
son pointed out. By the end of the year, a 
total of 8,329 institutions were holding 
FHA-insured home mortgages in their 
investment portfolios. This compared 
with 7,846 holding FHA-insured mortgages 
on December 31, 1939, and thus repre- 
sented an increase of 483 institutions for 
the year. 

The participating institutions had in- 
vested $2,409,197,435 in the premium- 
aying FHA-insured mortgages held on 
Jecember 31, 1940. This represented an 
increase of $616,217,354, or 34.4 per cent 
over the premium-paying mortgages held 
at the end of 1939. 

The amounts of premium-paying FHA- 
insured mortgages held by the various 
groups of institutions on December 31, 
1940, were as follows: 


Per cent 
Amount of total 
National banks.............. $673,579,953 28.0 
State banks and trust 
II gia isin dics cces cans 469,369,337 19.5 
Mortgage companies......... 43,518,180 1.8 
Savings and loan 
associetions............... 224,327,623 9.3 
Insurance companies......... 541,560,628 22.5 
Savings banks............... 149,239,501 6.2 
Federal agencies............. 201,031,599 8.3 
_ — er 106,570,614 4.4 


* . * 


Offer New Surety Bond 
On Construction 


Of interest to lending institutions is the 
announcement of a new copyrighted form 


inneapolis Clearing 
House Association 


New 


Clearing 
House 
Presidents 


House Association 





HERMAN JONES, JR.., vice- 


ee ge First National 


nk, Atlanta, Ga., and 
president, Atlanta Clearing 
House Association 


of contract bond known as “Owner's 
Protective Bond,”’ prepared by the Surety 
Association of America with the aid of the 
American Institute of Architects. 

The new bond is designed to protect the 
owner, in contracting for the construction 
of a private or public improvement, against 
all cost and damage by reason of the 
builder’s failure to perform the contract 
faithfully, and also to protect laborers and 
materialmen involved. 

One of the major improvements incor- 
porated in the Owners Protective Bond is 
the provision that, in the event the con- 
tractor should default under his contract, 
the surety company executing the bond 
will assume the task of completing the 
contract or will, within fifteen days after 
the cost of completion has been deter- 
mined, pay in cash to the owner the reason- 
able cost of completion. The factor of 
“reasonable cost” is to be determined by 
taking bids for completion from three 
responsible contractors. 

Surety officials point out that this provi- 
sion makes it unnecessary for the owner to 
advance more money than he anticipated 
in order to complete the improvement. It 
is asserted that the new provision is a 
decided step forward in comparison with 
other forms of contract bonds in which the 
surety undertook only to indemnify the 
owner against loss sustained or against 
liens. eretofore, the owner usually had 
to ae for the completion of the 
structure himself in order to determine the 
amount of his loss, and it was necessary for 
—_ to contest any lien that was question- 
able. 

Said to be another major improvement 
is the provision giving laborers and sup- 
pliers a direct right against the surety, as 
they are thus enabled to extend credit to 
contractors without demanding either. 
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BANKER GIVES his customers aid and 
A counsel that are never paid for. And for- 
tunately, the bank can also be on the recezving 
end of added services that involve no expense. 





Your bank can benefit by an outstanding 
example of this when you purchase checks, 
letterheads, passbooks, statements and other 
stationery forms for customer or bank use. 
The experienced representative of a good 


house specializing in bank stationery plans 


What! Services Given "TQ the Bank? 


your orders to avoid waste; he fits materials 


and processes accurately to your needs; guards 
your supplies against misuse; and his expert 
knowledge of phrasing, arrangement and 
detail supplements your own. 

This protection and the economy of long 
experience and specialized equipment are 
extra services which become automatically 
yours when you buy from any member of this 
Institute. 











FOR BETTER RELATIONS BETWEEN YOUR BANK AND THE PUBLIC 


THE INSTITUTE OF 
BANK STATIONERS 


51 EAST 42ND STREET «+ 











NEW YORK 
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KNOW THE FACTS ABOUT 
YOUR BUSINESS WITH 
THIS RECORD SYSTEM 


With Globe-Wernicke visible records 
you can have important facts at your 
finger tips regarding sales, credit, stock, 
payroll, and other departments of a busi- 
ness ... information that may mean the 
difference between profit or loss. 


Let us study your present methods and 
recommend an efficient, economical 
visible record system that will save time 
and money for your business . . . help 
prevent losses. Ask our local dealer or 
write to us for information and sample 
forms. Please mention kind you want. 





Globe-Wernicke 


OrTaterlalat-hemmelarie 














“NATIONAL UNION 
FIRE INSURANCE | 
COMPANY 


PITTSBURGH, PA. 


Standard ¥ 


OW a 


THIRTY-NINE YEARS 
OF 
HONORABLE DEALING 
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immediate payment or security guarantee- 
ing payment. Under other bonds for 
private construction, laborers and material- 
men possessed no rights against the surety, 
and consequently were relegated to their 
rights against the contractor or their lien 
rights against the owner, usually ie 
the expense of filing the lien and lega 
proceedings to foreclose it. 


+ Sd J 


Broaden Scope of Independent 
Bankers Association 


Plans to put the Independent Bankers 
Association on a fully national basis were 
launched at the 11th annual convention of 
the Independent Bankers Association, 
held February 11-12 at St. Paul, Minnesota. 

The first step will be to increase the size 
of the executive council, in order. to give 
representation to each state which has the 
qualifying number of memberships in the 
association. 

Recognition of the national scope of the 
organization was also made manifest in the 
election of officers. While the association 
has drawn its membership largely from the 
Central Northwest States, the office of 
first vice-president went to A. P. Drum- 
mond, vice-president of the Bonifay Bank, 
Bonifay, Florida. Elected president was 
N. B. Matthews, vice-president and cashier, 
Basin State Bank, Stanford, Montana; 
second vice-president, C. P. Sommerstad, 
president of the First National Bank, 
Waseca, Minn.; treasurer, Harry Lee, 
cashier, Bank of Long Prairie, Long Prairie, 
Minn. Ben DuBois, president of the First 
State Bank of Sauk Centre, Minn., con- 
tinues as secretary. 


. Sf S 


Bank Acts as Trustee for 
Employees’ Savings Fund 


A voluntary savings organization has 
been formed by officers and employees of 
the Victoria Bank & Trust Co., Victoria, 
Texas, in the form of a trust agreement 
under which each deposits a portion of his 
monthly salary in the savings fund. Also 


into the fund goes part of the extra year- 
end salary, paid to all employees except 
certain of the bank’s officers, and which in 
1940 totaled more than $6,000. 

The Victoria Bank & Trust Co. is 
depository and trustee for the fund, and 
with the co-operation of a committee of 
the employees it invests the deposits. All 
profits go to the participants in proportion 
to their deposits, and thus each has not 
only a savings account but also a source of 
investment for spare funds that is accumu- 
lating in value. 

The plan has been in operation for the 
past two years, and now has an accumula- 
tion of about $8,000. 


° ° ° 


Collection Envelopes Reduce 
Mailing Costs 


Important advantages are claimed for 
new patented triple-duty collection notice 
envelopes now being used by a number of 
banks in following up delinquent install- 
ment loan borrowers. As is illustrated 
above, they combine an outgoing envelope, 
a printed notice form requesting remit- 
tance, and a reply envelope all in one piece. 

Substantial savings in the collection 
routine are claimed because the envelopes 
can be mailed for 1%¢ postage to any 
address in either the 2¢ or 3¢ postal zones. 
The cost is further cut to 1¢ if the mailing 
totals more than 200. letters. 

There is also a saving in clerical time, 
since the collection notice is a printed part 
of the envelope and there is no labor item 
for insertion of a separate form. 

Better results are likewise claimed, since 
the reply envelope is a detachable part of 
the triple-duty notice, and the receiver 
automatically hee a self-addressed envelope 
at hand in which to return the remittance. 
This makes it easier for him to insert 
his check, seal the detached envelope and 
return it at once, while the matter is fresh 
in his mind. Should it be necessary to 
send a second or third notice, additional 
savings in the way of postage, etc., would 
be realized. 

Banks also have reported a reduction 
in such expenses as individual collection 
letters, collectors’ time, and telephone calls. 


Patented collection notice envelopes designed to save mailing costs 

















Your regular Monthly payment which was due at least 15 days ag 
still PAST-DUE. 


i late expense of four 
Y lack of promptness has now entailed a ee ft 
per Dollar on this Installment, and should be included in your remit 


We must ask and expect you to call and explain these arrears, 
forward to us this Installment by RETURN MAIL. 


THE COUNTY TRUST 
WHITE PLAINS. N. Y. 


(Persanal Credit Division - W. P. 





Yo insure PROPER CREDIT, tear off and reture this stipor regular coupoa 
our remittance ie ettached envelope.) 
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SECOND NOTICE | : 
NON-PAYMENT For your 


made lt 


Protect your future credit by 


mer with proper coupon in the attached envelope 





OVER DUE NOTICE 


convenience we gave 
fave you a coupon book when your monthly Pavinent low 


1) Was 
shows the due dates and the amount to be deposited on those dates. 
Prompt and regular deposits are essential to a geod credit rating. 
depositing the amount delinquent today, or mail at 
NATIONAL NEWARK & ESSEX BANKING COMPANY 
(if peyment has already been made Please disregard this netics.) 
actors check or money order with coupon in streched anvelepe, slong 
this perforation Yoccet comp end wail, say, 


(7ie wovelope bs bar vor comventencat 








— 


RHI 
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THE COUNTY TRUST COMPANY 





169 MAIN STREET 


WHITE PLAINS, 
(PERSONAL CREDIT DIVISION) 
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Dallas Reserve Bank Modernizes 
and Celebrates 


Twenty-one years ago the Federal Re- 
serve Bank of Dallas first occupied what 
was then one of the finest and most modern 
bank buildings in the Southwest, the first 
completely air-conditioned business struc- 
ture in that part of the country. It was 
thought to be the last word in architectural 
design, and it was equipped with founda- 
tions capable of supporting additional 
stories if and when needed. 

In 1939 the bank found that the steady 
expansion of its operations had caused it 
to outgrow its quarters and that its 
air-conditioning and lighting equipment 
needed to be modernized. An extensive 
program of enlargement and improvement 
was undertaken, including the construction 
of two additional stories, a large under- 
ground storage vault for old records, and 
the filling in of the “light well’ which 
occupied the center of the quadrangle. 

Late in January, 1941, the improvements 
were finished sad ths directors and officers 
of the bank conceived the idea of celebrat- 
ing the opening of their remodeled structure 
by inviting the Board of Governors at 
Washington, the bankers of the Eleventh 
Federal Reserve District, bank supervisory 
officials, and the general public to take.a 
look at it. Accordingly, a dinner in honor 
of the Board of Governors was given at a 
Dallas hotel Friday evening, January 24, 
to which were invited, in addition to the 
honorees, an officer from every member 
and non-member bank in the Eleventh 
District, and the heads of state banking 
departments and the various bank super- 
visory agencies. 

The dinner was attended by more than 
400 guests, including two members of the 
Board of Governors from Washington, 
John K. McKee and M. S. Szymezak, and 
members of the board’s staff; the presidents 
of the Federal Reserve Banks of St. Louis 
and Minneapolis, William McChesney 
Martin and John M. Peyton; and all but 
one of the living former directors of the 
Dallas bank. Chairman J. H. Merritt 
presided, President R. R. Gilbert served as 
master of ceremonies, and addresses were 
made by Governors McKee and Szymezak 
and by Walter P. Napier, president of the 
Texas Bankers Association and of the 
Alamo National Bank at San Antonio. 

The following evening, January 25, an 


Bo house” was held for the general 
public. Employees acted as guides to 
more than 5,000 visitors, acquainting 
them with the equipment, operations, pur- 
poses and functions of the bank. 


Sf Sd a 


A. B. A. Regional Conference 
at Louisville 


The regional conference to be held by 
the American Bankers Association in 
Louisville, Kentucky, March 20-21 for 
banks in fifteen southern and mid-western 
states will stress the importance of im- 
proved and increased banking services, an 
analysis of the program that has been 
arranged for the conference reveals. 


9 


At the opening session of the conference, 
P. D. Houston, president of the A. B. A., 
who is chairman of the board of the 
American National Bank, Nashville, Ten- 
nessee, will sound the opening keynote of 
the two-day meeting, in an address on 
“Improved Banking Service Through Ef- 
fective Co-operation.” 

The 1,000 bankers from Alabama, 
Arkansas, Florida, Georgia, Illinois, Indi- 
ana, Kentucky, Michigan, Missouri, North 
Carolina, Ohio, South Carolina, Tennessee, 
Virginia, and West Virginia who are 
expected to attend the conference will hear 
discussions .of .seven separate fields of 
banking services. The topics to be dis- 
cussed range from “Better Earnings 
Through Broader Services,” to “Financing 
Defense Loans” and “Commercial Banking 
Service—Today and Tomorrow.” 














STATEMENT OF CONDITION 
JANUARY |, 1941 


RESOURCES 


Cash and Due from Banks - 
U. S. Government Securities - 


Municipal Securities - -— - 
Corporate Securities - = 
Loans and Discounts - = 
F.H.A. Mortgages - - - 


$15,078,790.70 
16,026,042.14 
$ 1,108,790.23 
2,076,617.53 
- 9,177,531.21 
7,218,608.11 


$31,104,832.84 








Other Mortgages ed ee 4,924,173.16 

Banking Houses and Equipment 1 586,261.38 

Accrued Income - - - - - 123,119.32 

Other Assets) - - - - 136,771.31 26,351,872.25 
Total Resources - -— - $57,456,705.09 

LIABILITIES 

Preferred Stock - - - - = §$ 1,634,000.00 

Common Stock - - = 1,500,000.00 

Surplus ee Ae ee. 1,500,000.00 

Undivided Profits and Reserves 507,809.50 $ 5,141,809.50 


Other Liabilities - - - - 
Commercial Deposits -— - 
Savings Deposits at 


Total Capital Funds and Liabilities 





- 207,621.44 
$28,577,054.85 


- 23,530,219.30 52,107,274.15 


$57 456,705.09 








Mlicmean Nationa Bank 


BATTLE CREEK 
MARSHALL 


GRAND RAPIDS 
PORT HURON 


LANSING 
SAGINAW 


Member Federal Deposit Insurance Corporation 
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“F YOU NEED 
HELP YOULL FINO ME 
i All G§& STATES, 
HAWAM AND CANADA Jf 





Wherever you go, there’s a Hartford Agent near! 


When you buy a policy in the Hartford Fire Insur- 
ance Company or the Hartford Accident and Indem- 
nity Company, you secure something more than a 
promise to pay a loss or handle a claim. You get 
‘‘extras’’ in service that do not go with all policies. 

You gain over 17,000 friends—the Hartford agents 
and field representatives located in all parts of the 
United States, in Hawaii and in Canada. They’re 
always ready to help you if you have an accident or 
need any form of insurance service whatever. 


To find a Hartford Agent 
quickly, call Western Union 





You benefit through Hartford’s Western Union 
Service, which costs you nothing. Just call Western 
Union (in Canada, call Canadian National Telegraphs) 
and ask for the name and address of the nearest 





a 





Hartford Fire Insurance Company 


Hartford Accident and Indemnity Company 


Harttord agent. This is an invaluable aid when you 
or your employees are in trouble. 


To protect against big losses 


You get maximum protection through the NEW 
way of buying insurance. Hartford representatives 
know how to analyze the risks to which you or your 
business are exposed. They can determine potential 
crippling losses—and protect you against them with a 
sound insurance program. 

This NEW way may save you thousands of dollars 
in losses. Why not talk things over with a Hartford 
agent? —or see your own broker. 


Ever since 1810, ‘‘Hartford’’ 
on a policy has meant a sure 
promise to pay losses 
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HARTFORD, CONNECTICUT 


THE 


TWO HARTFORDS WRITE PRACTICALLY EVERY FORM OF INSURANCE EXCEPT LIFE 
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THE DEFENSE PROGRAM 
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ye ELAND is the center of one of the largest 


industrial regions in the world. 
This citv, and its surrounding territory, will play a 
mayor part in the vast rearmament program now getting 
under way. Its banks are able and willing to help in 
the financing of this great effort. 


asurvey made by the American 


. 6.400 145°.) of the 


Rank 
cou nks made nearly 26,000,000 
loa « 1939 for a total of more than 
$40,000,000,000. 
We invite banks whose business customers require more 
than the legal loan limit to discuss these situations with us, 


THE 


NATIONAL CITY BANK 


OF CLEVELAND 
RESOURCES IN EXCESS OF $200,000,000 


sone 
{18453 
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ION 
MEMBER FEDERAL DEPOSIT INSURANCE CORPORAT 
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MAY WE HELP? 
* 


This bank desires to make loans to 
concerns which require credit for 
building new plants or furnishing 
products in connection with the 


National Defense Program, Our offi- 


OF CLEVELAND 
* EUCLID AT EAST SIXTH « 
TERMINAL TOWER BUILDING 
Member Federal Deposit Insurance C erporation 








* 


© Within atwo hundred mile radius of Cleveland lies 
the industrial heart of Americ. 


auto parts plants, and from the machine-tool 
throughout this entire sectio 
tant sinews of rearmament, 


core ea Gaps aiid Geld: Here in Cleveland, at the Crossroads of Industrial 
* America, the National City Bank stands ready 
mf and able to extend advisory and financial aid to 
eoncerns which must expand to meet d 
sivas wiee meet defense needs, 


We invite these concerns to avail themselyesof ourcredit 


facilities and our long-standing experience in this area 


THE 
NATIONAL CITY BANK 


* MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION * 
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A problem materially different from the problems with which bankers were familiar 


DEFENSE LENDING 


Wherein a Cleveland, Ohio, bank discusses its 
been making on defense contracts and sub-contracts 


various loans it has 


banking a type of problem 

materially different from the 
problems with which bankers were 
familiar. Not merely from the stand- 
point of legal technicalities which must 
be complied with, but even more 
because they introduce an entirely 
different set of credit considerations, 
defense loans are a separate breed of 
transaction. 

Superficially, there seems to be con- 
siderable similarity between some 
defense loans and term capital loans. 
Actually, they are not much alike. 
The principal resemblance is that both 


D bans SE loans have brought into 


By 
B. F. SAWIN 


Vice-president, The National City Bank 
of Cleveland, Cleveland, Ohio 


types require exhaustive investigation 
not only of the financial statement but 
also of the background of management, 
the plant capabilities, the labor set-up, 
a dozen other points of this general sort. 

The basic difference is that whereas 
a term loan is made largely on the 
strength of the long-term record and 


plan of procedure for the 


prospects of the borrower, a defense 
loan hinges on one particular contract 
or order. If the defense loan is to 
finance the production of goods for 
defense use, rather than to finance 
construction of a plant or equipment, 
it is especially important that the 
borrower’s costs on this particular 
operation be right. Itis nota question 
of whether he is a good manufacturer 
who generally makes money, but rather 
a specific question of whether he is 
going to emerge whole from manu- 
facturing this one kind of goods on this 
one order, 

Our general rule is that the man 
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who has a contract, who has a price 
that will pay out on the contract the 
full cost of any additional facilities 
that the loan will be used to provide, 
and who knows exactly what he is 
doing, gets the money he needs. But 
the applicant who does not have both 
feet planted firmly on the ground is 
too risky for our depositors’ funds. 

For instance, consider the man who 
dropped into our bank last week to 
borrow the money to equip one wing 
of his plant to make a military article, 
and to finance the production until 
the government should accept de- 
liveries of his goods. The contract 
was indisputable. The man has a 
reasonably good record of profit- 
making during the years. And he was 
bubbling with enthusiasm. The prod- 
uct, however, was nothing that he had 
ever previously turned out, and it 
required the new equipment that he 
purposed buying with money we 
should loan him. 

“How do you know you can make 
it?” we wanted to know. 

“Why, we can make it. 
this contract.” 

*““That’s just what we are looking at. 
The specifications are pretty rigid, 
aren’t they? More rigid than for your 
regular product? Have you ever made 
anything to as tight specifications as 
this calls for?” 

“No, but I can make it.” 

All that he had to prove his ability 
to manufacture what the contract 
called for was his reiterated assurance 
that he could doit. He had no sample 
product from his own shops, no com- 
parative figures on what it cost other 


Look al 
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plants to produce this military item. 
Regretfully, we declined the loan. A 
banker’s fiduciary relationship to the 
folks who own his deposit money does 
not permit him to make sizable loans 
to optimists who merely believe they 
can meet the strict requirements of 
government inspection. 


N the other hand, here was another 

company with a spotty record of 
earnings, and most of the spots were 
red. A new management took it over, 
began making a good deal of progress 
and actually a little money. But there 
was still too much debt to let a bank 
credit man sleep soundly, even though 
it was reasonably well under control. 
The company was doing a steady, 
small volume under the new manage- 
ment, and had plenty of extra capacity 
in its shops. 

Then along came a defense contract 
for 120 per cent of the past year’s total 
sales. The company utterly lacked 
the requisite cash to finance the order, 
and they came to us because we were 
already financing their receivables. 
They explained to us precisely why 
and how they knew that they could 
produce this item satisfactorily. The 
fact is, they had whittled out a few 
models in their machine shop, and 
then applied to these operations their 
experience with costs on a mass- 
production schedule. Their figures 
were distinctly convincing to our loan 
officers. 

But because the essence of this 
credit was the manufacturing costs, we 
sent one of our institution’s industrial 
engineers to check them. He con- 








Procedure in Making 
Defense Loans 


Following are major steps involved in 
passing upon an application for a defense 
loan, as outlined by Mr. Sawin: 


1. Credit files are checked for any 
information on the applicant 


2. Government contract is sent to legal 
department for analysis 


3. Application is turned over to en- 
gineering department to check cost 
factors, etc. 


4. Credit man makes on-the-ground 
investigation 


5. Loan committee and executive com- 
mittee decide on application, specify 
terms 


6. Original loan officer draws up agree- 
ment with attorneys 


7. Any mecessary approval of Federal 
authorities is obtained 


8. Papers are signed 




















firmed their choice of methods, their 
computation of costs. He found that 
the costs of the requisite new equip- 
ment were included in this contract, 
and that the company was covered on 
raw materials. The only unknown 
quantity was labor costs which might 
conceivably fluctuate upward. But 
he was satisfied that the management 
had been handling its industrial rela- 
tions intelligently, and would continue 
to get along well with its men. Our 
officers had confidence in the manage- 
ment group. So, despite the distinctly 


Manufacturing competence and manufacturing costs are important credit considerations 
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less than superlative balance sheet and 
earnings record, we made a six-figure 
loan to the company on assignment of 
the contract, and have every con- 
fidence that it will pay out on the dot. 

Properly checked back, a defense 
contract certainly entitles many a 
company to loans more liberal than we 
could make under any other circum- 
stances. Two major types of defense 
orders may, on proper assignment of 
the contracts, be made bankable col- 
lateral. Two other major types are 
still distinctly in the class of commer- 
cial credits, but if the borrower is 
competent as a manufacturer, the loan 
has a_ self-liquidating characteristic 
that is typical of the theoretically ideal 
loans of bygone days. 

Anyone who wishes to go into the 
technicalities of types and classes of 
defense loans can best do so by re- 
ferring to the many government, 
association, official, and unofficial pub- 
lications that have already been pub- 
lished by competent authorities. In 
this article let us confine ourselves to 
what might be referred to as the practi- 
cal classification of defense loans, as 
contrasted with the technical or theo- 
retical. 

In our thinking, we break them into 
two major classes: Class 1 —govern- 
ment-backed or assignable; Class 2 — 
unguaranteed, or plain commercial. 
In the first group come the directly 
placed contracts for military supplies, 
which by act of Congress may be 
assigned; for convenience these are 
generally referred to as bankable con- 
tracts. Also in the first group come 
the emergency plant facilities con- 
tracts, which the contractor agrees to 
build and which the government agrees 
to pay him for during five years; sub- 
type is the contract under which the 
government agrees to pay not 100 per 
cent, but 80 per cent of the total cost, 
leaving the contractor to scratch the 
other 20 per cent of his investment 
from the profits of contracts for goods 
made in the new plant. 


N the second group, the plain com- 

mercial loans, tall loans made to sub- 
contractors who supply parts to pri- 
mary contractors, and loans to sup- 
pliers of materials or equipment. 
These are credit-wise just about like 
any other loans to manufacturers to 
enable them to produce goods on firm 
order for responsible customers. There 
is this added advantage, however, 
that the loan is going to provide some- 
thing that the government needs for 
national defense, and that the funds 
to pay for it will eventually come from 
the Treasury. 

To make sure we understand just 
what we are speaking of, let us 
examine a typical order for munitions 
and classify its credit requirements 
according to the distinction made 


A DEFENSE LOAN CUSTOMER 
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B. F. SAWIN 


A defense contract entitles many a company to more liberal loans 


above. The A Company takes an 
order to make a million dollars worth 
of equipment for the Army. This con- 
tract is bankable, therefore it falls in 
Class 1. But The A Company needs 
a new wing to its plant, to cost $200,- 
000, for making this equipment; the 
government agrees to pay the com- 
pany $40,000 a year for five years to 
amortize this building and equipment, 
and this contract is in turn assignable 
and bankable, hence in Class 1. 

To speed up production and clear 
the way for another order that it hopes 
to get, The A Company gives to The B 
Company an order for making all of 
the engines needed in its equipment — 
let us say, $100,000. If B’s banker 
thinks he can trust B to make these 
engines satisfactorily and at a total 
cost below $100,000, he may lend this 
amount to B, but the loan has behind 
it no government guaranty or other 
backing, except that the money with 
which A will pay B for his engines will 
eventually come from what the govern- 
ment pays A. The A Company’s pur- 
chase of machine tools from The C 
Company, and of steel from The D 
Company, are related to the govern- 
ment precisely as The B Company’s 
engine order. All of these orders —to 
B, to C, and to D-—fall in Class 2. 

The fact that plant loans are based 
upon amortization payments to be 
received from the government over a 
term of five years may make many. of 
these loans eminently satisfactory to 
the lender, even though they are for 
amounts and purposes which under 
other than defense conditions could 
hardly be considered conservative. In 
fact, it might be said that the purpose 


of most defense loans is to permit 
expansion which may be commercially 
unjustified but certainly is nationally 
essential. 

Here was a company that came to 
us for a loan that would permit it to 
put up and equip a new plant under an 
80 per cent amortization contract, and 
to finance production of the goods that 
this plant would make on an order to 
be assigned to the bank. After care- 
fully checking into its potentialities, 
we approved the loan, which was for 
an amount double the borrower’s work- 
ing capital. Why not? Quite aside 
from the contribution that we should 
thus be making to national defense, 
the bank was in position by which il 
received as collateral a_ profitable 
supply contract, plus a contract for 
80 per cent of the cost of the new 
factory. All we had to rely om the 
borrower to accomplish beyond the 
collateral was to earn during the next 
five years the 20 per cent of the plant 
cost not covered by government pay- 
ments. And from his competence we 
knew that this was about as safe a 
credit risk as we had taken in com- 
mercial loans. 

Defense loans run into sizable figures, 
compared to the ordinary grist of 
commercial loans. Some of our defense 
loans have reached into seven figures. 
The smallest, $75,000, went to a manu+ 
facturer for furnishing new production 
equipment. Incidentally, the loan is 
more than the borrower’s working 
capital. 

The only thing that is standard in 
defense loans is that’ they are based 
upon government contracts—and the 

See DEFENSE LENDING—Page 30 








14 


F there is any one rule for successful 
| conntry banking, it is that the 

country bank’s management must 
know just about all that there is to 
know about the industry of the terri- 
tory served. Country collateral is the 
best in the world and where loans are 
properly judged when they are made, 
they do not go bad. I can say this 
advisedly, because in the nearly thirty 
years I have been with the First State 
Bank of Salina we have never fore- 
closed a mortgage and we have never 
lost a cent on a live stock loan, despite 
the fact that we are active lenders in 
both fields. More than that, good 
times and bad, we have never refused 
a customer a loan renewal. This 
means more when it is remembered 
that we are currently loaning over 
75 per cent of our deposits. If we 
weren’t pretty sure of our collateral, 
such a ratio would cause more than 
one sleepless night. 

How can a country banker be so 
sure of his loans? Well the only sure 
way, it would seem to me, is for him 
to get into the same business as his 
customers, provided he does not com- 
pete in any way with them. In this 
Southern Utah country, live stock, 
both sheep and cattle, is the greatest 
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Success ForMULA 
for Country Banks 


By 
H. B. CRANDALL 


Vice-president and Cashier, First State Bank of Salina, 
Salina, Utah 


In the 30 years the writer has been with the bank, 
it has never foreclosed a mortgage nor lost a cent 
on a live stock loan, despite the fact that the bank 
is an active lender in both fields and loans total 


over 75 per cent of deposits at the present moment 


single activity and as a side line I am 
arancher. Thus when a rancher comes 
to me for a loan on his stock, I know 
whether or not what he proposes to 
do can be done. If I also know him 
favorably, he can have his money in 
five minutes. This isn’t a story, how- 
ever, about live stock lending. I am 


simply using live stock as an example 
of what I mean by knowing a cus- 
tomer’s business, for that knowledge, 
in addition to making it possible for a 





The bank's building, equipment and real estate have been charged down 
to a nominal valuation of one dollar each 


banker to lend money both quickly 
and safely, is the best competitive 
weapon he can have. 

That is not to say that he should 
use such a policy as an argument in 
soliciting business, but rather that, if 
he has it, it will cement his customers 
to him so that they will stick. Take 
the case of the First State Bank, for 
example. In the early 1930’s, as was 
common in many other sections of the 
country, a great many small banks in 
Southern Utah were forced to suspend 
and at that time many of their former 
customers came to us with their busi- 
ness. As a result our deposits weren’t 
seriously affected and although we 
were forced to slow down our lending 
activity a little, we kept right on 
doing business, as we had always done 
it. As the banking picture cleared, we 
naturally expected to lose this busi- 
ness from distant points, but we 
didn’t. So we built a new building, 
bought new equipment and charged 
them down to a dollar each. Today 
we have business on our books from a 
half dozen or more counties around 
Salina and this morning, as this is 
written, two borrowers have driven to 
the bank from 70 and 137 miles away 
respectively to make loans. In both 
instances the transaction was com- 
pleted in something less than the 


_ allotted five minutes. In both instances 


the loans were to finance feeder oper- 
ations and the borrowers, because they 
knew us and knew that we knew them, 
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also knew that they would get the 
desired credit. 

Having customers at such distant 
points has resulted in making our bank 
unusual in some respects. For one 
thing we have a very heavy mail 
business. Salina, with a stable popula- 
tion of about 1,500 and with no large 
industries, contributes only about 
40 per cent of our $1,450,000 in de- 
posits. The rest coming from a dis- 
tance means deposits by mail and we 
probably get about a pound of checks 
in a normal day’s mail for deposit. 
At the same time our local business 
doesn’t keep our two windows busy 
and the tellers can spend most of their 
time on other work. The final results 
for us are substantial operating econ- 
omies. Our deposit volume can be 
worked in a steady stream throughout 
the day, rather than in peaks and 
valleys, as some banks must handle 
theirs. To handle this business, we 
do not use any special forms of any 
kind. If a customer wants to make 
deposits by mail, we furnish him with 
« supply of deposit blanks and tell 
him to send his deposits by mail. We 
acknowledge by sending him a simple 
receipt form. 

Since so much of our business comes 
to us from a distance, it follows that 
we make a good many loans by mail 
just as we accept deposits in that way. 
Nor is there any trick to this proce- 
dure. Customers write us asking for 
a loan of this or that amounl and we 


either grant it or we don’t the same 
day. In cases where we don’t know 
the customer very well, we send our 
credit statement form and ask that 
he fill it in and return it. This is not 
a loan application, but little more than 
the simple statement of the indi- 
vidual’s financial position, such as 
department stores normally require 
from their credit applicants. By keep- 
ing a file of these statements current 
and by knowing our customer’s general 
history it is possible for us to grant 
all loans quickly. The only other 
papers necessary to execute a loan 
are a note and a mortgage contract, if 
mortgage collateral is involved. Of 
course, too, in the case of real estate 
there must be a title search and the 
other usual documents incident to real 
estate lending. But all things con- 
sidered our loan making is_ kept 
exceedingly simple. 


PERHAPS it should be noted that 

while in dollar amount our live stock 
loans constitute the bulk of our port- 
folio, in actual number of loans, 
advances for other purposes predomi- 
nate. Our method of handling both 
groups is identical, but we look upon 
the two groups from a little different 
point of view. We understand live 
stock lending and live stock values, 
since live stock is the principal 
industry of our territory. The area 
would be lost without it and hence in 
making these loans we keep the terri- 


~ 


The bank serves a wide territory and lobby traffic is light since many transactions are by mail 


tory going. But the other class of 
loans, many of which might be called 
“consumer loans,” also help the com- 
munity and for that reason where they 
can be made safely, the local bank 
ought to make them. If it should, it 
follows that they should get the same 
service and attention as these others, 
even though, piece by piece, they are 
less profitable. 

But though our loan ratio may seem 
high and our policy of making loans 
may seem excessively speedy, it does 
not follow from that that our loans are 
carelessly made. I said in the begin- 
ning that to be successful the country 
bank must have a complete knowledge 
of its area’s major industry. That 
makes possible the speedy granting of 
credit, because in the country if you 
understand your major industry you 
are pretty likely to know all you need 
to know about the individuals identi- 
fied with it. At the same time it 
makes possible a speedy rejection of 
credit, which is just as important, for 
that saves both the customer and 
bank, to say nothing of the community, 
money. Most men don’t want to have 
their property taken away from them 
through foreclosure and not to reject 
loans that ought to be rejected leads 
sooner or later to foreclosure. If the 
borrower can be made to understand 
that, as most of them can if the fact 
is stressed to them in their own 
language, he will revise his plans on 
the basis of a smaller loan or no loan 
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Mr. Crandall is a well-known authority on live stock 


at all. Then everyone is a gainer. 

The ability to decline loans, strange 
as it may seem, may be as much of a 
business builder as the ability to 
make them. For, one reason for the 
First State Bank’s lending record lies 
in the fact that sheep and cattle men 
know that we know their business. 
If we can’t make the loan for which 
they ask, they realize that we will tell 
them why. In that sense we become 
advisers as well as bankers with the 
inevitable result that we become a kind 
of clearing house of information over a 
wide territory. During the season in 
which this is being written, lambs are 
coming into feed lots, and our lobby 
is a sort of exchange composed of men 
come to the bank to make feeder 
loans. This activity continuing over a 
period of years has placed us in a posi- 
tion where we need solicit nothing 
and where, as a matter of fact, we get 
many loans drawn from a good share 
of Southern Utah. Serving such a wide 
area means that the bank can’t be 
run from a chair. A good deal of 
travel for inspections and checkings 
comes along in the course of a year, 
but I doubt if any country banker 
minds that. 


UT what about the profits from this 

type of operation? I have given 
several hints already to the effect that 
they are considerable and they are. 
But not, I think, entirely for the reason 
‘that we operate from a small town 
over a wide area, because prior to the 
full development of this position, we 
consistently made money. Since 1913, 
when I joined the bank as cashier, it 
ihas always earned and paid a divi- 
.dend, and as of June 29 our statement 
‘showed a capital structure consisting 
“of $25,000 capital stock and over 


$209,000 in the surplus and undivided 
profits accounts. At the same time 
the bank building is written down to a 
dollar, as is the equipment and other 
real estate. We needn’t go into what 
these three nominal items are worth, 
but it is certainly something. All this 
hasn’t been done since our business 
became so widespread. Hence I think 
that the answer lies somewhere else. 
Banking profits come in through the 
loan portfolio. That is one entrance 
for them, but there are two exits for 
them —losses and overhead. 


OW as to losses, as I pointed out 

earlier we don’t have them in the 
case of live stock loans, which are the 
principal single ingredient of our loan 
account, but they do show up in other 
directions now and then and I would 
be less than frank to say that they 
did not. However, they stay at a 
minimum, because of the self discipline 
we impose. The minute we become a 
little suspicious of a loan, we are 
inclined to charge it off until collection 
is actually made. Our reason for this 
procedure is twofold. First, it keeps 
us from fooling ourselves into thinking 
something which may not be so, and 
second it gives us a backlog reserve. 
A rigid charge-off policy always means 
recoveries and thus constitutes a 
reserve policy as well. Some bankers 
may maintain that they cannot afford 
to follow this method, but I cannot 
see how country banking can afford to 
follow any other. If a loan is subject 
to doubt at all it certainly follows that 
it may not be paid. Therefore, to be 
wholly safe the banker must charge it 
off, so that he will know the worst 
before it happens. Also, he will be 
more careful next time. Leaving the 
loan on the books tends to make him 


more satisfied and careless than he has 
a right to be, perhaps. 

For the second exit —overhead —we 
have been helped by our heavy mail 
business, for our staff of six probably 
could not handle our volume of busi- 
ness, if it all walked in through the 
lobby door. Yet, it is not likely that 
it would have to be expanded mate- 
rially, because we make every attempt 
to handle the work as simply as pos- 
sible. Our loans go on the books with 
the least possible number of clerical 
entries and this makes it possible for 
two of us to make all the loans in the 
bank. When it comes to the book- 
keeping departments, we have always 
followed the practice of using the best 
equipment we could buy. When I 
first came to the First State Bank 
about the first thing I did was buy a 
new typewriter and a new set of books, 
and my predecessor implied that I was 
likely to bankrupt the bank because 
of such extravagance. Well, it didn’t 
go bankrupt as a result of that new 
equipment, nor has it as a result of all 
the other new equipment we have 
added from time to time. Efficient 
equipment is not an extravagance, if it 
tends to hold down overhead. If it 
doesn’t, of course that is another 
matter. No amount of new equip- 
ment could hold down the overhead in 
the case of our savings department 
accounts, which are so inactive that 
often we have no more than one entry 
a day. In the light of that we can get 
along very well with our old pen-and- 
ink ledgers. 

But this instance of our savings 
department merely indicates that there 
is no rule of thumb for the inside of a 
country bank. We all have our 
individual problems and advantages. 
However, in broader terms profitable 
country banking, it seems to me, 
hinges on only a few fundamentals. 
As I said in the beginning the first 
fundamental is that the management 
must know as much as is humanly 
possible about the major industry in 
its territory, because that industry is 
its greatest potential loan source and 
hence its greatest source of both 
potential profits and losses. Beyond 
that basic knowledge, a rigid charge- 
off policy and a policy of plugging all 
possible leaks in overhead expense will 
do the rest I think. 

Taken together, I have found that if 
these three things are kept in the front 
of one’s mind, the country bank 
doesn’t have to worry much about 
competition from any source, except 
another country bank run the same 
way. It needn’t worry much about 
the government agencies, because it 
will know the game better than they 
do. Nor need it worry much about 
most offices of the branch banking 
organizations. At least, for what it is 
worth, that has been my experience. 
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By HENRY D. RA LPH, Washington Correspondent 


Drawing the Pattern 
for Defense Financing 


New credit, monetary and financing 
policies growing out of the defense 
program are shaping up in the wake of 
the new Public Debt Act of 1941. 
With this law on the statute books the 
Treasury can proceed with a long- 
range program of borrowing to finance 
both our own defense program and 
aid to Britain. 

The public debt act, while short, is 
really an omnibus measure. It in- 
creases the statutory debt limit to 
$65,000,000,000, which will take care 
of the anticipated deficit for the next 
year and a half. The new law elimi- 
nates the partition between the previ- 
ous debt limit and special defense 
financing and removes the requirement 
that any new securities be limited in 
maturity or amortized by certain 
taxes. The Treasury now has a free 
hand to plan its issues to meet market 
conditions. 

The new act subjects all future 
government securities to Federal taxes 
of all sorts. Outstanding issues are 
not affected, but refunding issues will 
not be tax-exempt. Later the Treasury 
will ask Congress to provide reciprocal 
taxation of state and Federal securi- 
ties, but for the present Federal 
securities will not be taxed by states 
nor will Federal taxes apply to income 
from state and municipal bonds. 
Elimination of the tax-exempt feature 
may require the Treasury to pay a 
slightly higher rate but this should be 
more than made up by increased tax 
collections as outstanding tax-exempts 
mature and are replaced. 

The third important feature of the 
new law is broad authority to the 
Treasury to issue almost any type of 
security it sees fit. It is the announced 
intention of the Treasury to do a large 
part of its new borrowing in securities 
which are not attractive to commercial 
banks but which will be planned for 


HENRY MORGENTHAU, JR. 
Secretary of the Treasury 





DANIEL W. BELL 
Undersecretary 


. . . they urged Senate authorization of debt limit increase to $65 billion 


insurance companies, other institu- 
tional investors, and the general public. 
One purpose is to get away from the 
dependence on bank financing and its 
attendant inflationary dangers. An- 
other is to spread out the base of the 
public debt. 

Several novel schemes are under 
discussion for selling new types of 
securities to the public, designed to 
meet the requirements of various 
classes of investors. Sales of United 
States Savings Bonds may be limited 
to $5,000 per individual per year 
instead of $10,000 as at present because 
these are payable on demand and it 
might be dangerous to have too many 
demand securities outstanding. To 
attract small savings there may be 
special savings certificates or stamp 
plans similar to World War plans. 


For other investors there may be 
offered a combination discount and 
interest-bearing bond which would 
pay a low rate of interest and yet 
increase somewhat in face value if 
held to maturity. Also, a new pro- 
gram to popularize the purchase of 
small-denomination Federal securities 
may be launched. 


+ ° ° 


Where New Federal Taxes 
Will Come From 


Banking as well as business activi- 
ties will be affected by the new tax 
bill which will soon be in the draft 
stage and which probably will be 
enacted by early summer. 

Something in the neighborhood of a 
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CHARLES F. PALMER, Defense Housing Co-ordinator 


. . new bill sets up FHA insurance fund for defense housing 


billion dollars in new revenue will be 
raised, and most of this is to come out 
of corporation and individual incomes. 
The matter of new excise taxes is still 
under study. Best current opinion is 
that any important extension of the 
excise tax system will be postponed for 
a later revenue measure, for it is a 
virtual certainty that still more taxes 
will have to be found before the defense 
emergency is over. 

As business activity and the national 
income increase, taxes may be ex- 
pected to prevent undue profits by 
any business group, to bring back to 
the Treasury a large portion of the 
increase in national income brought 
about by Treasury spending, and to 
curtail spending for non-essential con- 
sumer goods. Some in the administra- 
tion argue that this last objective will 
be better served by a Federal sales or 
transactions tax, or by an extension 
of Federal excise taxes, but the pre- 
vailing view is that the time for such 
drastic action has not yet arrived. 
This was reflected by President Roose- 
velt’s budget message in which he 
said: “Il am opposed to a tax policy 
which restricts general consumption 
as long as unused capacity is available 
and as long as idle labor can be em- 
ploved.” 

The top bracket of the normal 
corporation income tax, now 24 pe! 
cent, will very likely be increased, 
perhaps as high as 30 per cent, and 
lower brackets will be raised in propor- 
lion. The rates of the new excess 
profits tax are also likely to be increased, 
chiefly through revision of the base 
on which the tax is figured. This will 
be the chief matter of controversy, for 


Treasury experts may seek to elimi- 
nate the option of basing excess profits 
on an average of “normal” year earn- 
ings and to require the tax to be based 
on invested capital only. Both nor- 
mal and surtax rates on individuals 
will be raised somewhat, the increases 
falling hardest on the lower and middle 
brackets, while gradual elimination 
of tax-exempt Federal securities will 
affect the taxes of individuals with 
incomes in the higher brackets. The 
capital gains tax, so objectionable to 
investors, is not likely to be liberalized, 
and there is a possibility that it may 
be tightened. The prospect now is that 
the entire revenue structure will be 
combed for opportunities to obtain 
more revenue and to prevent profiteer- 
ing from the defense program. 
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Way Cleared for Wagner 
Money and Banking Study 


It is felt in Washington that the 
way is now cleared for consideration 
of monetary and banking problems, 
such as those raised by the Federal 
Reserve report the first of the year, 
und the Senate Committee on Banking 
and Currency is scheduled to give 
attention to them in the near future. 

In preparation for hearings, Chair- 
man Robert F. Wagner has appointed 
a four-man advisory committee com- 
posed of Dr. E. A. Goldenweiser, chief 
economist of the Federal Reserve 
Board, Donald S. Thompson, head of 
the division of research of the Federal 
Deposit Insurance Corporation, Harry 
1). White, director of monetary re- 


search in the Treasury Department, 
and Wayne Chatfield Taylor, Under- 
secretary of Commerce and formerly 
Fiscal Assistant Secretary of the 
Treasury. 

While the Senate investigation will 
be concerned more with government 
monetary and credit policies than with 
details of bank supervision, some 
important banking legislation is likely 
to result. Much has been said in 
recent years about differences of 
opinion and policy between the various 
Federal agencies concerned with bank- 
ing, but close analysis of their views 
suggests that they are not far apart on 
fundamental issues. Therefore some 
Washington observers are predicting 
that one outcome of the Wagner study 
may be a unification of some of these 
agencies. 

One suggestion is that the Secretary 
of the Treasury again be an ex-officio 
member of the Reserve Board, as 
before the banking act of 1935, in 
order to tie the reserve system more 
closely in with Treasury policies. An- 
other suggestion is that the Comp- 
troller of the Currency and the Chair- 
man of the Board of the FDIC be 
made members of the Reserve Board 
with the expectation that all three 
bank supervisory agencies would then 
function in unison. 

- > a 


Proposed Title VI for 
Defense Housing 


New legislation to increase the 
private financing of new housing for 
defense centers by enlarging the scope 
of government insurance of mortgages 
has been introduced in Congress at 
the request of Charles F. Palmer, 
Defense Housing Co-ordinator. The 
bill creates a new Title VI to the 
National Housing Act setting up a 
defense housing insurance fund sepa- 
rate from but generally similar to other 
funds administered by the Federal 
Housing Administration, and limited 
to the insurance of $100,000,000 of 
mortgages. An immediate insurance 
fund of $10,000,000 is to be advanced 
by the Reconstruction Finance Cor- 
poration which later may be repaid 
out of insurance premiums. 

Under the new title the FHA could 
insure mortgages up to 90 per cent of 
appraised value on new urban or 
suburban housing in areas designated 
by the President as having a shortage 
impeding national defense activities. 
Mortgages could not exceed $4,000 
for a single-family house, $6,000 for 
two families, $8,000 for three families, 
or $10,500 for four families, and would 
be amortized in twenty years. Interest 
may be as high as 5 per cent and in 
certain circumstances 6 per cent. 
Under existing law the FHA can 


insure 95 per cent mortgages only up 
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to $2,500 and only on owner-occupied 
houses. 

The new legislation will permit 
operative builders and others to con- 
struct houses priced in the neighbor- 
hood of $4,400, to borrow 90 per cent 
of the cost from local banks or other 
investors, and either to rent or sell the 
houses with little or no down payment. 
When houses are sold for less than 
10 per cent down, the builder retains 
ownership until his 10 per cent equity 
has accumulated. The FHA will have 
no legal control over rent charged, but 
may use pressure to keep it to a rea- 
sonable figure. The operation of Title 
VI is limited to July 1, 1942. 

In addition to this legislation, Mr. 
Palmer has asked for an appropriation 
of $150,000,000 to augment the cur- 
rent program of the Public Buildings 
Administration in constructing dormi- 
tories and other types of permanent 
or temporary housing for civilian 
workers near navy yards, arsenals, 
military posts, and large defense 
plants. Another appropriation of $6,- 
750,000 is sought to begin a program 
of strictly temporary housing, chiefly 
for single men, in centers where the 
need is most acute but is expected to 
be of short duration. In some places 
old coast-wise and river steamers will 
be used as floating hotels, in others 
cantonment-type buildings will be 
erected, while in still others workers 
will be housed in mobile units which 
can be moved either on their own 
wheels or on flat cars. 

The activities of all Federal agencies 
relating to housing defense workers 
are now under the control of Mr. 
Palmer under the terms of an execu- 
tive order naming him to head the 
new Division of Co-ordination of 


National Defense Housing in the 
Executive Office of the President. 
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Crowley on Banking in 
Final 1940 Report 


That banks should make every 
effort to dispose of non-banking real 
estate and similar assets during the 
present period of increasing industrial 
activity and the return of values to 
more normal figures is the opinion of 
Leo T. Crowley, chairman of the 
Federal Deposit Insurance Corpora- 
tion, stated in his semi-annual report. 

“Bankers and supervisory authori- 
ties now have the responsibility of 
avoiding mistakes which have been 
made in the past when, during periods 
of prosperity, losses were not recog- 
nized or provided for and earnings 
were not conserved,” the report states. 
“If capital accounts are strengthened 
and adequate provision is made for 
losses when earnings are good, banks, 
like any other business, can with- 
stand periods of diminished profits.” 

The program of the FDIC in elimi- 
nating particularly weak banks from 
the insurance system is nearing com- 
pletion, and the banking system is in a 
much improved position. Examina- 
tions indicate no serious concentra- 
tions of hazards that will involve 
heavy disbursements. ‘Although most 
of the losses that accumulated and 
remained unrecognized over a period 
of one or more decades have now been 
eliminated,”” the report says, “there 
are still banks with capital so depleted 
or inadequate and with such high 
proportions of inferior assets that they 
would not be able to withstand a 
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downward trend in values. These 
banks will continue to have close 
attention.” . 

Surplus of the Federal Deposit 
Insurance Corporation increased dur- 
ing 1940, bringing capital and surplus 
as of December 31, 1940, to $495,- 
984,831. Disbursements for the pro- 
tection of depositors of banks from 
the beginning of deposit insurance 
amounted to something over $228,- 
000,000, of which it is estimated that 
about $182,500,000 will be recovered. 

Corporation income for the year 
ended December 31, 1940, amounted 
to $55,909,437, the highest for any 
year. Total income from the beginning 
of deposit insurance has amounted to 


See WASHINGTON VIEWPOINT—Page 38 
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VERY banker knows to his sorrow 
E; the duplicate borrower. In every 
locality there are a certain num- 
ber of persons who, having contacts 
with two or more banks, insist upon 
borrowing from all of them without 
going out of their way to disclose the 
fact. Each bank is led to believe that 
it is the only one granting credit to the 
individual. Indeed, in these days of 
departmentalized lending there is con- 
siderable danger that an individual 
may borrow from several departments 
of the same bank without any record 
being kept of his aggregate borrowings. 
A man may contract an automobile 
loan on one floor, a commercial loan on 
the officers’ platform and an FHA 
loan somewhere else without any of 
the three departments involved know- 
ing anything about what the others 
were doing. It is not far fetched to 
suggest such an occurrence, because it 
has happened. 

That it can happen stems from the 
normal practice of keeping separate 
credit files in each of the specialized 
lending departments, which, of course, 
is where they belong. The average 
automobile loan customer never seeks 
a commercial loan and most commer- 
cial borrowers never want FHA mort- 
gages. Hence to set up a single master 
credit file results not only in a bulky 
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Guarding Against 
DupticaTEe Loans 


By 
WELDON U. HOWELL 


Assistant Cashier, Mercantile National Bank, 
Dallas, Texas 


To protect against duplicate borrowing and similar 
practices which might spell trouble, this bank has 
set up two systems. One calls for centralized loan 
records. The other for mutual exchange of credit 


information with banks and other sources in Dallas 


file, but in delays when a distant 
department wants a credit folder and 
must wait for a messenger to travel 
up and down several flights of stairs 
to get it. Yet some sort of check 
must be kept on the individuals who 
insist on borrowing all over town and 
all over the bank without being 
wholly frank about their operations. 
Such persons may not mean ultimate 
loss. They may pay all their obliga- 
tions, but certainly they represent a 
potential danger. They can easily 
become over-obligated. 

To protect ourselves against them 


Everything that it is possible to learn about a borrower's financial status and practices & 


in Dallas, in general, and at the Mer- 
cantile National Bank in particular, 
we have set up two systems. One of 
these is at the bank, the other in- 
volves a careful and consistent cross 
checking of all sources of credit infor- 
mation in the city, specifically as they 
involve our applicant’s or customer’s 
borrowings. Particularly among the 
Dallas banks it has been found that 
co-operation up to a reasonable point 
is extremely valuable when it comes 
to this type of information. 
But to consider our own 
operations first. 


inside 
When a loan is made 





Form 315 5-40 5m 


Name of Applicant...........The Blenk Company 


Discount Committee Loan Memorandum P 
To be filed with Credit Department 


Date October 15, 1940 





Address. 


0000 Commerce Street, Dallas, Texas 





Rate. & 





Business......venufacturers and Wholesalers Womens Wear fjigible 





Yes - Ae 








Amount of loan applied for $.....40,000-00 - Line 


Indirect $......Nome. 


Present debt Direct $......2,100.00 - Personal Loan Department 


Date last statement... October 1, 1940 





Complete information regarding applicant and or endorser in your possession-description of 
collateral-agreements as to payment-accruments-affiliations, balances maintained, etc. and 
to be accompanied by financial statement, together with all data held by Credit Dept. 





T Pyune 30, 1941 





Ostober 1, 1940 

Assets $150 ,000.00 
Debts 4,000.00 
Net Worth 146 ,000.00 





(Includes company stock $75,000.00) 
(Home not included $16,500.00 clear) 


(Must be typewritten) 
Want: $40,000.0Qv=- line of credit for short-term use. Line to be liquidated in-¢ 


Officer: Mr. Brown’ 






.. a 
a 


Mndorsed: A. As Blank (President & principal stockholder), whose personal st&tement shows: 


mi 


Date: October 14, 1940 
Memo: Mr. Brown 
From: Mr. Howell 


Subject Abner Blank 


$1 000 00 note there 


ing $1 000 00 note there. 





Memorandum from Credit 


September 12th, AAAAAAAA Bank advised Abner Blast 


September 29th, the BBBBBBBB Bank advised Abner 5 


October 14, 1940 CCCCCCCC Bank advises Abner Biss 
$1 000 00 note there. 








rec 


De 


is 
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anywhere in the bank, the name of the 
borrower is typed on an index card 
and sent to the credit department. 
Each type of loan goes on a differently 
colored card. These cards are filed in 

a cabinet which constitutes a master 
index to every loan in the bank, 
regardless of what department made it. 
We follow this procedure because the 
: actual credit information back of 
automobile, personal and real estate 
loans is kept, as I indicated before, in 

the departments making such loans. 
This lightens our files, which are 
essentially for the commercial loan 








ahs 


A general view of the credit department at the Mercantile National Bank in Dallas 


department, of all but those we know 
as commercial borrowers. However, 
the card index gives us a key to other 
departments and when a commercial 
customer uses one of these departments 
we immediately become aware of the 
fact. Similarly, by cross checking 
with us, the other departments catch 
duplications at once. 


[ may, I admit, seem as though I 

were drawing a long bow when I talk 
of the danger of a customer borrowing 
money from more than one department 
of the bank without admitting a loan 


orFicer BROWN 


Amount Date Date Amount 


Amount 





ctices if recorded on forms such as these shown below 
redit | Department THE BLANK COMPANY 
Date 
Collateral 1940 
er Blazk as endorsing 
Abner 5 nk was endors- 
ner Blewk@ is endorsing 















7 


from some other. But it did happen 
here before we set this index into 
operation. Banks traditionally keep 
information on their customers confi- 
dential, and without a centralized file 
the automobile loan man, for example, 
must check all over the bank to find 
whether or not his applicant for credit 
has a loan somewhere else in the bank. 
If, for any number of reasons, he 
doesn’t suspect that the applicant is a 
mortgage loan customer the chances 
are he won’t check on it. But if he 
needs to make only one call to a cen- 
tralized file, that becomes a matter of 
routine for every customer. 

Our whole theory on this card index 
is that, if a loan is worth making, it is 
worth keeping in a centralized file. 
Following the same thought, when it 
comes to commercial loans, our credit 
department goes on the premise that 
if a loan is made, it is not made with- 
out justification, and that such justi- 
fication should be a part of our files. 
This led to the preparation of our 
“pink sheets” or “Discount Com- 
mittee Loan Memorandum’ forms. 
Every loan made in the commercial 


A master index of all loans in the bank, made 
up of card records as shown at the immediate 
left, discloses duplicate borrowing from more 
than one department in the bank. This 
master index is checked when making out 
commercial loan memorandum forms as 
reproduced at the far left. The credit depart- 
ment memo, center, is linked with the form 
at the far left, and reveals results of out- 
side cross-checking on the loan endorser 
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The author, right, and an associate confer on credit report 


department of the bank is covered by 
one of these forms. The information 
on these sheets is often derived from 
several different sources, for on each 
sheet we try to include the following: 

1. Term or manner of repayment 
of the loan 

2. Description and value of col- 
lateral or security 

3. Purpose or reason for making the 
loan 

4. Names of endorsers or guarantors 
5. Statement figures or financial 
information on guarantors 

6. Information on affairs or re- 
sponsibility of borrower 

7. Brief resume of past experience 
with borrower 

8. Information as to deposit bal- 
ances maintained by borrower and any 
affiliated balances. 

What we like to have, of course, is 
this information directly from the 
lending officer when he makes the loan 
or accepts the application (in com- 
mercial lending, of course, loans are 
often made on a yes or no basis with- 
out the formality of an application and 
loan committee action). If the officer 
can give it to us, he dictates the data 
for the pink sheet, himself, and then 
after initialing the sheet sends it up 
for our files. Otherwise, he fills out a 
brief memorandum form, giving the 
bare details of the transaction and we 
check the customer and prepare the 
pink sheet in the credit department for 
his signature. Again, if for some rea- 
son the lending officer makes a loan 
and does not report it to us, we dis- 
cover this by checking the discount 
cage. If we pick up a loan there that 
has not been reported to us, we work 
up the pink sheet and send it down for 
the officer’s initial. 


There are several valuable features 
to these sheets. In the first place they 
are always up to date. That is, if a 
man applies for a loan today, an 
entirely new sheet is made out for him, 
even though we may have granted 
him a loan no longer ago than last 
week. The customer of long standing 
has a file of pink sheets not unlike an 
abstract of title. These we file one 
upon the other, with the most recent 
at the top. The sheets are valuable 
because they refresh the loan officer’s 
memory on transactions, and because 
they furnish visual and summarized 
statements for the Discount Com- 
mittee. 


HE Discount Committee meets each 

morning and all new loans as well as 
all applications for loans are reviewed 
by them by means of these pink sheets. 
Each member of the committee initials 
the sheets after he has reviewed them. 
And since it is our practice to review 
all notes ten days prior to maturity, 
these sheets come into play then, for 
they again go down to the Discount 
Committee and aid in making a quick 
decision as to whether the loan should 
be collected, renewed, or collected in 
part. Along with these pink sheets, 
we also attach supporting data such 
as statement comparisons, agency re- 
ports, average balance sheets showing 
deposit and loan balances of the bor- 
rower, and any special memoranda 
that we may have. This is in the 
nature of a summary of the informa- 
tion in our files. We also keep a great 
deal of miscellaneous information and 
correspondence on each name, but 
unless it is called for we do only that — 
keep it. 

But to get back to duplicate bor- 


. 


rowers. When a name comes up to us 
either on a pink sheet or to have a 
pink sheet prepared, we immediately 
check our master file. If the name 
given us appears there we check with 
the department involved, and include 
on the pink sheet the information 
obtained. In this way, we have again 
and again found partnership borrowers, 
who are obligated to us as individuals 
on automobile and sometimes on per- 
sonal loan contracts. Nothing is 
necessarily wrong with that, but we 
are entitled to know exactly where 
we stand. 

This brings forward our outside 
cross checking, which we have found 
invaluable to us. It is really surpris- 
ing how much you can find out by 
asking questions, especially if you, in 
turn, will answer questions on a sort 
of turn-about-is-fair-play basis. More, 
it is surprising how much you come to 
know about your customers, if you 
keep a record of questions that have 
been asked you. For example, John 
Jones wants a loan of $10,000. He’s 
been on the books before and the 
record shows that at one time you 
picked up the information that he 
owed the X Bank $5,000. Immedi- 
ately, the question turns up of whether 
the loan is still outstanding. A tele- 
phone call indicates that it is. Or 
perhaps, from one source or another 
you have learned that Mr. Jones likes 
to endorse notes. And, on asking a 
few questions you find that he not only 
likes to endorse them, but is doing it 
with considerable vigor. By making a 
habit of checking with other banks, 
by co-operating with them when they 
make inquiries and by recording in 
our files their answers and questions 
we acquire a pretty clear picture of 
our borrowers’ habits. Now, it is 
possible that our borrower may tell us 
all about his affairs, but it is also 
possible that he is inclined to be 
reticent. In the latter case we make 
it our business to find out just where 
he stands around the city the next 
time his note comes up for renewal. 
Indeed, in more ways than one the 
habit of outside cross checking is 
extremely helpful. 

Take the matter of charge-offs, for 
example. A customer’s note goes into 
default and we are exceedingly dubious 
as to our ability to collect it. So far 
as we can determine, he has no realiza- 
ble assets and therefore we just play 
along, perhaps for several years. Then, 
on one of those dull days, something 
reminds us of him and we ask a ques- 
tion or two and up comes the infor- 
mation that this same customer has 
obtained a collateral loan from another 
bank. We hadn’t thought he had 
collateral, but we know that if he has 
secured a loan on a collateral basis 
he must have excess collateral, which 

See DUPLICATE LOANS—Page 32 
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DAVID EVANS WILLIAMS... When Paul Thompson, president of the 
Corn Exchange National Bank and Trust Company in Philadelphia, was named to 
the newly created office of chairman of the board on January 21, David Evans 
Williams was elected his successor as president of this $157,000,000 institution. 


Mr. Williams was previously assistant to the president, and has been a director of 
the bank since 1925. 


CHARLES A. McCLINTOCK ... Mr. McClintock is the new president 
of the Colonial Trust Company, Pittsburgh, succeeding James C. Chaplin, who 
was elected chairman of the board. Mr. Chaplin organized the Colonial Trust 
Company in 1901, and has served as president since 
1924. Mr. McClintock has been associated with the 
company since 1926, first as assistant to the president, 
and since 1935 as vice-president and director. 


HOWARD J. STODDARD... Mr. Stoddard 
is president of the newly organized Michigan National 
Bank, a consolidation of six Michigan banks with total 
resources of $57,000,000, and with offices in Lansing, 
Grand Rapids, Battle Creek, Port Huron, Saginaw 
and Marshall. Mr. Stoddard was formerly president 
of the Lansing National Bank. 


JOHN H. PAYNE... Mr. Payne, new full- 
time secretary-treasurer of the Virginia Bankers 
Association, was previously with the New York State 
Bankers Association as secretary to the committees on 
agriculture and public relations. 


ALEXANDER KORIZIS ... Just as at the out- 
break of Russian hostilities, Finland named banker 
Risto Ryti as premier, so have the Greeks in a similar 
war crisis placed a banker at the helm. To succeed the 
late Premier John Metaxas, they have selected Alex- 
ander Korizis, 55-year-old governor of the National 
Bank of Greece. 


SIR EDWARD ROBERT PEACOCK, JOHN 
C. HANBURY WILLIAMS... The news photo 
below shows reporters interviewing Sir Edward Pea- 
cock, British financial leader, upon his arrival in this 
country via trans-Atlantic seaplane. ‘“‘I am here in a 
hurry for the special purpose of getting rid of fixed 
British assets in the United States so that we can buy 
the things we need,” he tells the newsmen. John C. H. 
Williams, a director of the Bank of England. who 
accompanied Sir Edward, is at the latter’s left and rear. 


DAVID EVANS WILLIAMS 








CHARLES A. McCLINTOCK 








HOWARD J. STODDARD 





ALEXANDER KORIZIS 





JOHN C. HANBURY WILLIAMS SIR EDWARD ROBERT PEACOCK 
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The 100 Largest Commercial Banks 








Below are the 100 largest banks and trust companies in the United 
States, excluding mutual savings banks, as of December 31, 1940: 


(Copyrighted 1941 by The American Banker) 


4 
? 


Name 


Deposits 

1 Chase National Bank................... New York City. .$3,543,337,564 

2 National City Bank.................... New York City.. 2,908,437,735 

jg 2 ee New York City.. 2,423,223,952 
4 Bank of America N. T. & S.A........... San Francisco... 1,632,228,397 

5 Continental Illinois N. B. & T. Co........ Chicago........ 1,491,577,548 
6 Bankers Trust Co..................005- New York City.. 1,460,558,560 

7 Central Hanover Bk. & Tr. Co........... New York City.. 1,294,307,595 

8 First National Bank.................... Chicago........ 1,159,424,959 

9 Manufacturers Trust Co................ New York City.. 953,709,060 
10 Chemical Bank & Trust Co.............. New York City.. 871,655,101 
11 First National Bank.................... ee 837,932,863 
12 First Nat'l Bk. of the City of New York. .New York City.. 811,398,952 
aos centuhaacs keen New York City.. 782,588,748 
14 Bank of the Manhattan Co.............. New York City.. 736,133,112 
15 J. P. Morgan & Co. Inc................. New York City.. 719,913,403 
16 Philadelphia National Bank............. Philadelphia. .... 620,282,251 
17 Security-First Nat'l Bk.......... ...... Los Angeles... .. 619,636,922 
18 National Bank of Detroit............... oS ee 589,829,360 
19 New York Trust Co.................... New York City. 507,940,598 
Be +Cheweieme Foett Cah... cccccccevsccss Cleveland....... 436,959,344 
21 Mellon National Bank.................. Pittsburgh. ..... 408,415,834 
yy ee Chicago........ 397,232,948 
23 Corn Exchange Bank Trust Co........... New York City.. 383,641,997 
pe ee eee Pittsburgh. ..... 337,430,172 
25 American Trust Co.................. ...San Francisco... 322,960,085 
26 Wells Fargo Bk. & Un. Tr. Co........... San Francisco.... 316,7€8,151 
27 Harris Trust & Savings Bank............ Chicago......... 314,405,424 
28 First National Bank.................... St. Louis........ 289,688,108 
29 Pennsylvania Co. for Insurances, etc. ....Philadelphia..... 289,266,288 
Ce New York City.. 280,718,815 
31 First Wisconsin Nat'l Bank............. Milwaukee...... 255,001,203 
32 First National Bank.................... Baltimore... .... 238,475,115 
33 Savings Banks Trust Co................. New York City.. 232,194,313 
34 National Shawmut Bank................ ee eee 231,653,937 
35 National City Bank of Cleveland........ Cleveland....... 218,358,424 
I oc icerccdaNelendvacenndwawe Detroit......... 211,522,716 
37 Seattle-First Nat'l Bank................ Seattle......... 209,377,590 
38 Anglo California Nat'l Bank............. San Francisco... 203,150,667 
39 Mercantile-Commerce B. & T. Co........ St. Louis........ 193,615,530 
40 Commerce Trust Co.................... Kansas City..... 186,304,793 
41 Manufacturers Nat'l Bank.............. ee 176,888,855 
42 Crocker First Nat'l Bank............... San Francisco... 176,191,230 
43 City Nat'l Bk. & Tr. Co................ Chicago......... 175,496,963 
44 Fidelity Union Tr. Co..................Newark......... 174,823,909 
45 San Francisco Bank.................... San Francisco... 174,659,899 
eS ee Buffalo......... 172,947,523 
47 Public National Bk. & Tr. Co............ New York City.. 170,134,590 
48 Marine Midland Trust Co............... New York City.. 164,160,810 
49 United States Nat'l Bank............... Portland, Ore.... 162,522,442 
50 First Nat’l Bank & Trust Co....... ....-Minneapolis. .. . . 161,274,089 
51 Central National Bank................. Cleveland....... 160,047,129 
52 Farmers & Merchants N. B.............. Los Angeles... .. 158,048,476 
53 First National Bank.................... | Se 152,531,283 
54 Northwestern N. B. & T. Co............. Minneapolis... . . 151,712,199 
55 Whitney National Bank................ New Orleans.... 151,150,147 
56 Commercial Nat'l Bk. & Tr. Co.......... New York City.. 148,033,218 
57 Bank of California, N. A................ San Francisco... 146,362,064 
58 Indiana National Bank................. Indianapolis..... 144,777,787 
59 Corn Exchange N. B. & T. Co........... Philadelphia. .... 139,429,661 
Oe IE BIND Gs cdivnn cumsiawenveaded Philadelphia..... 137,671,862 











No. Name Deposits 

61 First National Bank in Dallas........... ee $ 137,343,186 
62 First National Bank of Atlanta.......... Rae. 6. 136,733,477 
DD I oo cise -hatieeon cisco Los Angeles... .. 136,375,302 
64 Fidelity-Philadelphia Tr. Co.............Philadelphia..... 135,842,729 
65 First National Bank.................... Kansas City..... 133,638,908 
66 Citizens Nat'l Tr. & Svgs. Bk............ Los Angeles..... 131,719,954 
67 Brown Bros. Harriman & Co..........:..New York City.. 131,255,351 
68 United States Trust Co................. New York City.. 130,865,903 
69 Riggs National Bank................... Washington. .... 130,816,450 
Pe Tete SOE CM... acs een Brooklyn. ...... 129,856,385 
ie | eee Portland, Ore.... 128,728,169 
72 Fifth Third Union Trust Co............. Cincinnati... ... 127,154,414 
73 Industrial Trust Co..................... Providence...... 124,992,518 
74 State Bank of Albany.................. Se 124,676,308 
75 First National Bank.................... Pittsburgh. ..... 123,386,728 
76 Wilmington Trust Co................... Wilmington. .... 122,733,386 
77 Citizens & Southern Nat’! Bank......... Savannah....... 120,565,591 
78 Merchants National Bank............... a eee 118,503,313 
79 First National Bank.................... Philadelphia. .... 115,399,775 
80 Farmers Deposit Nat'l Bank............ Pittsburgh. ..... 115,356,210 
ey ee Toledo.......... 115,278,256 
82 Wachovia Bk. & Tr. Co................. Winston-Salem.. 114,365,752 
83 Second National Bank.................. Boston......... 113,100,802 
84 Mississippi Valley Tr. Co................ St. Louls........ 112,967,662 
85 Peoples-Pittsburgh Trust Co............. Pittsburgh. ..... 110,589,267 
86 Manufacturers & Traders Tr. Co......... SS! errs 108,866,423 
SF State Sevedt Pratt Coy. «0... 6cccecccace eee 106,242,783 
88 National Bank of Commerce............ ree 102,641,178 
89 First National Bank of Cincinnati........ Cincinnati. .... 97,819,335 
UL Se Cincinnati... ... 95,042,249 
91 Hartford N. B. & T. Co................. Hartford........ 93,644,535 
TE Aa TOME GE... 5 os. ccc cccey cet Charlotte....... 93,241,991 
93 Republic National Bank................ DAG... c0cs . 92,413,521 
94 Hibernia Svgs. & Loan Society...........San Francisco... 92,341,649 
95 City Bank Farmers Tr. Co.............. New York City.. 90,188,333 
96 Union Planters N. B. & T. Co........... Memphis....... 89,350,765 
97 Olso National Bank...... ..........-:. Columbus....... 84,619,524 
98 First & Merchants Nat'l Bank........... Richmond....... 84,553,773 
99 Commonwealth Bank................... eee 82,007,397 
100 Lincoln-Alliance Bk. & Tr. Co.. ........ Rochester....... 81,949,910 

Dec. 31 Totals Gad pref? auch, ee.) Undivided Profits Deposits 

WUE $8 hase cacees $1,228,644,335  $1,921,823,161 $37,637,232,032 
See See 1,224,634,460 1,824,623,688 32,194,227,650 
MOE, po utts vena cemsiss 1,257,589,560 1,769,044,116 27,660,937,574 
a hatidestodckeus 1,260,494,960 1,718,254,605 25,567,391, 115 
, Se 1,241,993,500 1,652,134,835 27,505,412,611 
nee hae 1,387,628,500 1,410,279.247 25,101,857,466 
Es viewet boi ata deen 1,426,956,000 1,332,815,890 21,892,329,827 
Se Ne 1,163,512,675 1,317,056,129 17,440,034,818 
AEE ee eee 1,325,615,595 1,621,296,074 18,314,619,320 
_._ SMe erent 1,356,615,514 1,836,476,491 18,750,524,485 
eer 1,366,444,566 2,256,396,034 22,158,278,318 
_ Se eo. 1,381,789,000 2,185,469,235 21,839,462,069 
ee eree 1,066,080, 133 1,722,964,371 20,653,618, 100 
re ver? 930,950,000 1,428,422,011 18,192,189,038 
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Court DEcIsIons.. 





Effect of indefinite maturity on note’s negotiability...Court looks beyond 
legal form to substance of transaction ... Why banks should avoid any “‘trick’’ 


clauses in notes... Agreement jeopardizes right of 


Maturity Indefinite? 


Under the provisions of the Uniform 
Negotiable Instruments Act, a note, 
in order to be negotiable, must be 
payable on demand or at a fixed or 
determinable future time. An instru- 
ment payable upon a contingency is 
not negotiable, even though the event 
on which the contingency was based 
actually happens. 

This question of indefinite maturity 
as affecting negotiability was raised in 
a recent Missouri case involving a note 
given in connection with a deed of 
trust. Discussing a provision whereby 
the maturity of the note is “acceler- 
ated”’ for default in payment of inter- 
est, taxes, insurance, etc., on the 
property covered by the deed of trust, 
the Missouri court said: 

“Under the Uniform Negotiable 
Instruments Act it is generally held 
that a note payable at a fixed or 
determinable time is not rendered non- 
negotiable by a provision for accelera- 
tion for non-payment of interest, taxes, 
insurance, etc., even though such 
provision is by its terms automatic and 
not expressed to be at the option of 
the holder. Most of the cases construe 
such a provision to be optional. We 


CHARLES R. 
ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 
District of Columbia 


think that is the correct view because 
such acceleration provision is for the 
benefit of the holder and one which he 
may waive.” 

Ordinarily, an acceleration clause in 
a negotiable note provides that the 
full amount of the note shall become 
immediately due and payable upon 
any of the defaults specified in the 
note. Sometimes, the clause provides 
for such acceleration “‘at the option 
of the holder.”” But whether the 
acceleration is at the option of the 
holder or not, such a clause advancing 
the maturity of the note does not 
render the instrument non-negotiable, 
under the Missouri decision. (Tower 
Grove Bank and Trust Co. vs. Duing, 
144 Southwestern Reporter, Second 
Series, 69.) 


SJ ° 7 


True Facts of Transaction 
Courts sometimes say that they 








set-off against deposit 


will “‘look through the papers” to the 
true facts of the transaction, and the 
Court of Appeals of Kentucky followed 
that principle in a recent case. 

There a personal friend of a bank’s 
cashier executed a negotiable instru- 
ment in the form of a bill of exchange 
in favor of the cashier personally. 
The cashier immediately endorsed the 
instrument to the bank and paid over 
to his friend, the drawer, the proceeds 
of the instrument. The cashier got 
nothing out of it. 

When the bank ultimately sued the 
drawer for the money, it was met with 
the defense that as the instrument 
was a bill of exchange it was “out- 
lawed”’ by the expiration of the statute 
of limitations. It was conceded, how- 
ever, that if the instrument were a 
note, it could still be sued on. 

“It is said,”’ explained the Kentucky 
court, “that the Negotiable Instru- 
ments Act creates a presumption that 
the transaction occurred as depicted 
from the face of the executed obliga- 
tion and that the records of the bank 
are insufficient to overcome that pre- 
sumption. It would be a wide depar- 
ture from universally recognized prac- 


See COURT DECISIONS—Page 35 
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100 Largest Mutual Savings Banks 





2 
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Cconowwtwn — 


In the 125th anniversary year of the mutual banking system, total 
deposits of all banks reached a new high mark of $10,617,758,621 


(Compiled by National Association of Mutual Savings Banks, 60 East 42nd Street, New York, N. Y.) 


Name of Bank 


The Bowery Savings Bank.......... 
Emigrant Industrial Savings Bank. ...... 
The Philadelphia Saving Fund Society... . 


The Williamsburgh Savings Bank 
The Bank for Savings 


Dry Dock Savings Institution. . 
Central Savings Bank... .. 
East River Savings Bank... . 
The Greenwich Savings Bank 
The Seamen's Bank for Savings 


Union Dime Savings Bank. ...... 

The Boston Five Cents Savings Bank 
The Provident Institution for Savings 
The Lincoln Savings Bank of Brooklyn. . . 
Dollar Savings Bank.... ......... 


Society for Savings........ 


The Western Saving Fund Society 


Buffalo Savings Bank ...... 
Harlem Savings Bank 


The Savings Bank of Baltimore ... 
The Howard Savings Institution. . 


The Brooklyn Savings Bank 
The Franklin Savings Bank. . 
Erie County Savings Bank... . 


The East New York Savings Bank 


Society for Savings... . 
The New York Savings Bank... 
Albany Savings Bank........... 
Home Savings Bank 


Providence Institution for Savings 


The Dime Savings Bank of Brooklyn 


Deposits 1-1-41 


New York City. . .$500,358,256 
New York City... 444,302,028 


Philadelphia. . . . 
Brooklyn....... 
New York City. . 
..Brooklyn...... 

.New York City. . 
..New York City... 
..New York City... 
..New York City. .. 
..New York City. 


New York City. . . 


Boston. . . 


. Boston... . 


Brooklyn..... ... 


Newark. ... 
Brooklyn 


.New York City 


Buffalo...... 
Brooklyn 


Hartford 


New York 


..Albany.... 


Boston...... 


The Farmers and Mechanics Savings Bank . Minneapolis 


Washington Mutual Savings Bank... . . Seattle 
The Long Island City Savings Bank 
Charlestown Five Cents Savings Bank... .Boston 
Rochester Savings Bank............ 


The Green Point Savings Bank 
The Dollar Savings Bank 
South Brooklyn Savings Bank 
Suffolk Savings Bank for Seamen 


Worcester County Institution for Savings. Worcester 


Eutaw Savings Bank 
Jamaica Savings Bank 


Springfield Institution for Savings 
The Onondaga County Savings Bank 


Citizens Savings Bank 


North River Savings Bank 


The Beneficial Saving Fund Society 


Roosevelt Savings Bank. .......... 


. Syracuse 


The Greater New York Savings Bank 


.... Long Island City... 


..New York City... 
...Cleveland........ 
. Philadelphia 
| eee 
..New York City 


.. Baltimore. . . 


..Providence....... 


...Rochester........ 


Baltimore........ 


... Philadelphia 
.. Brooklyn 


Springfield... 


New York City. . . 


| ars 
New York City 


355,738,618 
216,594,535 


. 213,063,806 


204,973,758 


. 201,794,935 


199,485,563 
178,432,733 
160,674,478 


. 151,222,151 


145,438,707 


.. 128,732,888 
. 119,855,241 


119,799,761 
117,080,397 
115,463,247 


. 110,335,854 


105,608,162 


. 100,020,075 


95,085,075 
92,060,062 
91,509,141 
88,640,610 
88,101,835 
85,890,786 
77,995,404 
71,618,652 
69,032,776 
68,458,870 
68,150,019 
68,000,300 
66,653,659 
63,478,216 
63,042,335 
59,349,868 
57,179,559 
57,058,586 
55,928,484 
55,625,604 
51,247,954 
50,810,802 
50,442,861 
49,450,038 
49,105,595 
48,937,667 
47,455,319 
46,247,397 
46,020,032 
44,458,227 





No. 


51 
52 
53 
54 
55 
56 
57 
58 
59 
60 
61 
62 
63 
64 
65 
66 
67 
68 
69 
70 
7\ 
72 
73 
74 
75 
76 
77 
78 
79 
80 
81 
82 
83 
84 
85 
86 
87 
88 
89 
90 
91 
92 
93 
94 
95 
96 
97 
98 
99 


Name of Bank 


The New Haven Savings Bank... .... 


Bridgeport-People’s Savings Bank 


Connecticut Savings Bank... ...... 
City and County Savings Bank.......... 
The Kings County Savings Bank... . 


Empire City Savings Bank 


Saving Fund Society of Germantown 


The Bronx Savings Bank 
Monroe County Savings Bank 


Bay Ridge Savings Bank 
Irving Savings Bank 


Waterbury Savings Bank............. 
The Manhattan Savings Institution 


Franklin Savings Bank 
Cambridge Savings Bank 
The Savings Bank of Utica 
Excelsior Savings Bank 


Union Square Savings Bank........ 
New Bedford Institution for Savings. . 


The National Savings Bank 
Syracuse Savings Bank 


Worcester Five Cents Savings Bank 
Queens County Savings Bank......... 


Wilmington Savings Fund Society 


Lynn Institution for Savings ........ 


Warren Institution for Savings 
Malden Savings Bank... . 
Hamburg Savings Bank... . 


The Savings Bank of New London 
The Provident Institution for Savings. . . . 


The Dime Savings Bank of Williamsburgh. Brooklyn 


Mechanics Savings Bank 
Peoples Savings Bank ........ 
People’s Savings Bank... ... 


Ridgewood Savings Bank...... ... . 


Amoskeag Savings Bank........ 


Flatbush Savings Bank........ .... 
The East Side Savings Bank... .... 


Mechanics and Farmers Savings Bank 


The Western Savings Bank.. .. 


The Brevoort Savings Bank......... 
The Troy Savings Bank................. 
Worcester Mechanics Savings Bank. .... 
Maine Savings Bank............. ..... 
Provident Savings Bank................ 
The Metropolitan Savings Bank. . 


Savings Bank of Newport 


Fulton Savings Bank, Kings County... 


The Poughkeepsie Savings Bank... 
100 City Savings Bank. 
TOTAL DEPOSITS— 100 Largest Savings Banks, 1/1/41 - - - 


...New Haven.... 


Bridgeport..... 


New Haven.... 


..Brooklyn. .... 
..New York City. . . 
_.Philadelphia. . . 
..New York City. . 


..Brooklyn...... 


Brooklyn...... 


New York City... 
..Waterbury.... 
New York City. . . 


New York City... 
New York City. . . 
..New Bedford. . 


Syracuse...... 


.. Worcester. .... 


_Brooklyn...... 
..New London. .... 


Jersey City.... 


..Ridgewood.. . 
.Manchester ... 
.Brooklyn...... 

..Rochester. .... 

..Bridgeport ....... 

..ulfele........ 


.New York City... 
Newport......... 


$7,484,981 ,625 


Deposits 1-1-4) 
.. -$ 42,489,918 
... 42,049,556 
... 41,859,626 
... 41,637,324 
... 40,494,407 
40,483,76) 
... 39,851,594 
. 39,306,872 
... 38,679,979 
.. 37,842,665 
... 37,724,352 
37,657,739 
... 37,395,877 
37,298,268 
... 36,658,217 
.-- 36,299,265 
... 35,005,111 
34,085,903 
34,050,433 
... 33,888,612 
... 33,344,513 
... 33,124,988 
... 33,114,560 
... 33,090,941 
... 32,987,692 
... 32,967,821 
..» 32,777,195 
... 32,563,848 
-.» 32,548,122 
32,400,980 
... 32,382,496 
... 32,198,722 
... 31,956,650 
.. 31,936,544 
.». 31,479,135 
... 30,805,996 
... 30,509,872 
.-. 30,312,718 
... 29.755,737 
29,554,147 
... 28,156,662 
... 27,691,297 
... 26,509,559 
... 26,477,600 
.. 26,316,800 
... 26,310,404 
26,123,764 
26,029,279 
... 25,860,450 
25,832,728 
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CANADIAN BANKING 








By JAMES MONTAGNES 


Banks Handle Pledged 
War Savings 


Authorizing a bank to deduct a 
stated monthly amount for the pur- 
chase of War Savings Certificates is the 
latest method whereby bank customers 
are able to purchase up to $500 in 
War Savings Certificates during 1941. 
These pledges are part of a campaign 
started in February to raise in regular 
monthly amounts a total of $120,000,- 
000 in War Savings Stamps and certifi- 
cates. Banks have for some months 
been selling the 25-cent stamps and 
taking orders for savings certificates in 
multiples of $4, these certificates be- 
ing redeemable for $5 in 7% years 
from date of issue. The new pledge 
authorizing the banks automatically to 
deduct the stated amount monthly 
is expected to help the drive for the 
sale of the certificates. 

Special envelopes for carrying War 
Savings Stamp folders have been 
issued by the Royal Bank of Canada. 
The reverse side is used for identifica- 
tion, and to advertise the bank’s safe 
deposit boxes as the best place for 
War Savings Certificates and other 
valuables. 

All of Canada’s banks in their 
annual reports stressed the need for 
savings in order to raise money in this 
way for government borrowing and 
to meet conditions at the end of the 
war. Such savings were mentioned as 
a step against inflation. 

In the last annual report to be 
issued, by the Bank of Nova Scotia 
at Halifax on January 22, for the 
calendar year of 1940, President J. A. 
McLeod on the subject of war financing 
and saving stated in part: 

“If we are to pull our full weight in 
the cause to which we are dedicated, 
individual spending must be progres- 
sively limited in favor of the war 
effort. 

*‘My reason for stressing this point 
is that I do not believe it is sufficiently 
or widely enough understood. To 
many, indeed, the income tax bill 
payable shortly may come as a rude 
shock even though the increases were 
announced seven months ago. Some 
may feel that they have carried their 
full share by paying the higher taxes. 
But the truth is that after the taxes 
have been paid there will still remain 
enormous and growing sums to be 
raised from the citizens of Canada 
through borrowing of one sort or 
another. And if inflation is to be 
avoided, there is only one way in 














Senve by 


THIS HANDY ENVELOPE TO CONTAIN 
YOUR STAMP FOLDER 


Tu ROYAL BANK OF 

















The reverse side of this complimentary envelope container for War Savings Stamps identifies 
the owner and suggests a safe deposit box for guch valuables as War Savings Certificates 


Banks sell War Savings Stamps, take orders for Savings Certificates 


which Canadians can find the neces- 
sary money —that is by strictly limit- 
ing their expenditures and thus in- 
creasing their rate of saving. It is 
thus a vital part of the war effort on 
the ‘home front’ that everyone who 
can reasonably economize should save 
more and more. For those whose in- 
comes are rising as a result of the war- 
time expansion, a high rate of saving 
is not only the part of patriotism but 
also the part of wisdom, for in so 
building up a reserve they will be 
providing against the day of post-war 
readjustment when their jobs and 
their incomes may be gravely threat- 
ened. 

**We all recognize that this is a ‘total’ 
war, but perhaps because our battles 
are being fought on the other side of 
the ocean we are sometimes slow to 
realize its full implications. One 
implication for those of us on the 
‘home front’ is that, in doing our 
proper share in the country’s war 
effort, we must pay, and pay as we go 
along —in the form of taxes, loans to 
the Government, or if these fail, 
inflation. All of us are anxious to 
avoid any serious inflation because it 
is unjust, inefficient and threatening 
to the very fabric of our society. Under 
these circumstances, we must willingly 
accept heavy taxation and, more than 
that, we must save to the maximum 
of our ability. It may appear that 
this is the hard way to finance the 
war. But because it combines ef- 


ficiency and justice in the greatest 
measure, it is the best way and the 
democratic way.” 


« e ° 


One-Tenth of Bank Employees 
in Armed Services 


Approximately one-tenth of the 
employees of Canada’s banks have 
gone into the armed services, while a 
large number of key men have been 
drafted for civilian war posts in govern- 
ment departments. Most annual re- 
ports make mention of this loss on the 
part of bank employees and point out 
that more than the number who have 
left have been taken on as replace- 
ments to prepare for further losses in 
personnel this year and to take care 
of the great amount of new work 
which has entered banking routine as a 
direct result of the war. There were 
24,500 employed by Canada’s 10 
banks, according to latest figures of 
the Canadian Bankers Association. 

Most of the banks pay those mem- 
bers of their staffs who have joined the 
armed services, varying from a month’s 
payment on leaving to a contributory 
part of their pay as bank employees 
while serving with armed forces. Bank 
employees called up for short-term 
military training under conscription in 
most cases receive the difference of 
their army pay and that which they 
received in the bank. Key men loaned 

See CANADIAN BANKING—Page 34 
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THE BOOKLET COUNTER 








New Booklets 


Editorials on Our Changing 
Banking ... In this series of fifteen 
thought-provoking editorials, Joseph 
M. Dodge, president of The Detroit 
Bank, analyzes faulty practices 
and traditions in American banking 
which he believes have been responsible 
for the downfall of many banking insti- 
tutions. He also discusses common crit- 
icisms and opinions concerning banks, 

















Service — Maiwaintag® i 
intimate, personalized corre- | 
; spondent bank service. | 


Experience— Officials with | 
years of service in this field, | 
assuring a knowledge of re- — 
| quirements and valuable as- | | 
sistance. 


eae 


Policy — To cooperate with 
out-of-town banks rather than 
compete for business which is 
rightfully theirs. 


Resources over $170,000,000 





ESTABLISHED 1908 


& 





_ MEMBER ifs. 
NEW YORK CLEARING HOUSE ASSOCIATION _ 
FEDERAL DEPOSIT INSURANCE CORPORATION 
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| banks. 
| written about the banking crisis, both 


The booklets listed here are offered 
without charge or obligation to 
bank officers and other executives. 
Simply address requests to : 


The Editor, 
The Burroughs Clearing House, 
Second and Burroughs Avenues, 
Detroit, Michigan 





such as the need for “‘liberalizing bank 
credit.” and cites eight elemental 


causes of loan trouble. 

The primary purpose of the edi- 
torials is well summarized by Mr. 
Dodge in the preface. ‘“‘Many authori- 
ties believe that the year 1933 saw the 
close of a major era in American 








EDITORIALS 
on 

Our CHANGING BANKING 

by 


Joseru M. Dovce 
President of The Detroit Bank 


” 





banking,” he states. 
this era, the background of circum- 
stances which created it and resulted 
in the collapse of 1933, and the changes 
noticeable since that time have been 
little understood by a large number of 


“The nature of 


bankers themselves and not at all 
understood by the customers of the 
While a good deal has been 


historical and statistical, very little 
has been written about the practical 
banking problems involved, and for 
the purpose of interpreting the condi- 
tions in terms understandable to the 
layman. The hope of promoting a 
better understanding on the part of 
both bankers and their customers has 
encouraged me to undertake writing 
these articles.” 


This 56-page booklet is recom- 
mended reading for every bank officer 
—and for bank customers as well. 


a 

Methods of Home Financing 
. . . Relocation of workers under the 
defense program has brought about 
emergency housing problems in some 
areas. This, coupled with the rising 
tide of national prosperity which tends 
to increase normal demand, and the 
threat of rising construction costs and 
shortages of material and !abor, all 
raise questions for the home financing 
agencies to ponder over. George W. 
West, past president of the United 
States Savings and Loan League, dis- 
cusses these new developments in a 
28-page pamphlet. He also considers 
such factors as: possible government 
control of rents, the temporary nature 
of the demand for additional housing 
in some cities and its relation to lend- 
ing practices, the problem of obtaining 
private venture capital rather than 
government subsidy for multi-family 
home construction, and the proper 
sphere for government activity in the 
housing field under present conditions. 

6 

Fundamental Economic Issues 
in National Defense... While most 
of the national defense considerations 
have of necessity centered around 
problems of industrial management 
and production, this booklet looks 
beyond to the far-reaching effects 
which such a vast program will have 
on our economy. 

Primarily, the booklet raises four 
vital questions and attempts to reach 
logical conclusions on them. The 
questions are: 

1. Will the national defense pro- 
gram require extensive readjustments 
in the economic life of the nation? 

2. Can the defense program be 
financed without an enormous increase 
in the public debt? 

3. Is it possible to carry through 
the defense program without a great 
inflation of commodity prices? 

4. Are we inevitably faced with a 
catastrophic economic collapse at the 
end of the war? 

With their tremendous financial stake 
in the future, the nation’s bankers may 
find this timely booklet of assistance 
in clarifying their viewpoints and in 
the formulation of policies. 32 pages. 


Still Timely 


Competition in the Mortgage 
Lending Business... Some reveal- 
ing answers to a questionnaire sent to 
bank officers and other experienced 
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THE HOME company 


NEW YORK 





STATEMENT © DECEMBER 31, 1940 


Admitted Assets 


Cash in Office, Banks and Trust Companies. . . . . $ 24,549,296.62 
ee ee ll 
First Mortgage Loans. . aii Miers 371,827.00 
Premiums uncollected, less nan 90 ange pam CA Lig Ss 9,393,129.47 
Reinsurance Recoverable on Paid Losses .... . 1,241,546.24 
Other Admitted Assets . ie aa 223,654.08 


$123,726,915.83 





Liabilities 


Capital Stock ee ae ae ee - - $15,000,000.00 
Reserve for Unearned Premiums ...... . .  55,020,615.00 





Pe ee: 8a ker) no ee ea a ee 8,192,729.00 
Reserve for Taxes. . . PAPE wt Sages 2,350,000.00 
Reserve for Miscellaneous hatin Ree a" «2 670,974.12 
Funds and Securities Held under Reinsurance Treaties ‘ 178,218.08 
i otf a cere 
$123,726,915.83 


NOTE: In accordance with Insurance Department requirements— Bonds amortiza‘le are 
carried at amortized values. Insurance ithe of affiliated companies are carried on basis of 
pro-rata share of Capital and Surplus. All other securities at Market valuations. Securities 
carried at $3,078,370.00 and cash $50,000.00 in the above Statement are deposited as required 
by various regulatory authorities. 


+ -Directors———_——— oo 
LEwWIs L. CLARKE WILLIAM S. GRAY CHARLES G. MEYER WILuIAM L. DE Bost 
WILFRED KurRTH Epwin A. BAYLES Gorpon 8S. RENTSCHLER ROBERT GOELET 





HERBERT P. HOWELL Mortimer N. BUCKNER FRANK E. PARKHURST 
GEORGE MCANENY Guy Cary HAROLD V. SMITH HARVEY D. GIBSON 


FIRE + AUTOMOBILE * MARINE and ALLIED LINES OF INSURANCE 
STRENGTH . REPUTATION ° SERVICE 
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DON’T 
‘‘Gamble’’ 
WHEN BUYING 
FLOOR 
MATTING 


—aska 
MATTING 
ENGINEER ! 





rw 


America’s Manufac- 
turers and Distributors Special- 
izing in Matting offers the most 
complete matting service in the 
United States through a trained 
staff of engineers who will co- 


Largest 


operate in solving your prob- 
lems. 


Write for a new complete catalog on 


‘“‘A MAT FOR EVERY PURPOSE” 


AMERICAN MAT CORPORATION 
Main Offices : 
1714 Adams St., TOLEDO, OHIO, U. S. A. 


— Originators of — 


- Ezy-rug Colored Rubber Link Matting 

- Amatco Wide Ribbed Corrugated Matting 
- Neoprene Oil Resisting Matting 

- Air-Tred Sponge Rubber Matting 

- Countertred Gro-cord Type Matting 

+ Tuf-Tred Superior Grade Tire FabricMatting 





BANK PASSBOOKS 
AND POCKET CHECK COVERS 


New methods of manufacturing make Low Prices 
and Easy Sales. BIG OPPORTUNITY for 
Bank Supply and Stationery Salesmen. rite for 
samples and prices. Full particulars on request. 


WM. EXLINE, INC., 112 Hamilton Ave., CLEVELAND, OHIO 

















Your Financial 
Statement 


published in The Burroughs Clearing House 
would reach 9,864 treasurers and other 
officers of corporations, in addition to the 
senior executives in banks. 
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real estate lenders, asking ten specific 
questions pertaining to mortgage lend- 
ing practices. Tendencies which real 
estate experts consider most dangerous 
are disclosed in this 61-page survey, 
and interesting comments are included. 


* 


Winter Vacation Trips. .Seventy- 
six different suggestions for travel 
tours are presented in this guide to 
scenic and historic attractions in the 
Americas. 


e 


Preservation of Old Business 
Records ... This 56-page pamphlet 
deals specifically with the following 


DEFENSE 


(CONTINUED FROM PAGE 13) 


terms of these contracts vary. The 
companies and their managements 
differ in all respects, their records, their 
tendencies, their abilities. The cost 
elements vary widely. And even in 
the comparatively restricted area with- 
in which our institution has considered 
defense loans, the labor problems are 
so unlike that they are not even di- 
rectly comparable. 

All of these loan applications must 
be investigated as thoroughly as can 
well be imagined. When an applica- 
tion is received, we first check every- 
thing in our credit files, and send the 
contract to our legal department for 
analysis. Next we bring ourselves up 
to date through obtaining complete 
current figures. Then the application 
is turned over to our engineering 
department, which checks all of the 
shop factors with particular attention 
to expectable cost levels. 

Our officers are presumably already 
familiar with the company, its prod- 
ucts, and its general reputation. If, 
after receipt of the engineering report, 
they are favorable, they send out a 
credit man to obtain any details that 
might not have been available before. 
When all of this has been accom- 
plished, the loan committee and the 


| executive committee in turn decide 





| 


whether the loan will be made and 
whether the agreement should provide 
for an assignment of contract, a 
chattel mortgage, provisions for field 
warehousing of raw material stock- 
piles, or other precautions. All of this 


| while, of course, the loaning officer 


through whom the application came is 
supervising the investigations and 
sitting in on the discussions. If the 


| decision is favorable, the entire file is 


turned back to this officer. He sees 
to drawing up the loan agreement with 


In writing to advertisers please mention The Burroughs Clearing House 


questions: (1) Why should business 
records be preserved? (2) What mate- 
rial should be selected for preserva- 
tion? (3) How should records be 
preserved? (4) When should preserva- 
tion be undertaken? 


e 


Your Home and Your Pocket- 
book ... A unique and convincing 
presentation of the actual money-sav- 
ing advantage of adding to the first 
cost of a home by the inclusion of 
highest grade equipment. The book- 
let demonstrates by itemized figures 
how the operating economies of such 
equipment result in a total lower 
monthly outlay. 


° 


LENDING 


the lawyers. Finally, any steps that 
must be approved by Federal authori- 
ties are submitted for approval, a most 
important item which must be followed 
carefully. When it is all completed, 
and if everybody is satisfied, the papers 
are signed and the applicant has the 
cash. It sounds complex, and really is 
complex, but it can be put through 
reasonably fast if the need requires. 

Space limitations forbid considering 
even all of the major types of loan 
that come the way of a city bank now 
under the defense program. Likewise. 
all of the precautions that must be 
observed to safeguard against loss. 
For example, here is a company that 
comes in for money with which to 
equip itself to make a new product. 
Some important questions in this 
connection are: Will this equipment 
be of any value in the firm’s norma! 
business when the defense emergency 
has passed? Is the contract large 
enough to permit washing out the cost 
of the new capacity from its net profit, 
or is it, like one that we turned down 
the other day, just a smail contract 
for which the manufacturer is tooling 
up in the hope that he can qualify for 
future orders and thus eventually earn 
enough to write off its cost? Or, as in 
another rather similar case that we 
approved of and made the loan, is the 
equipment of a type that will be useful 
in civilian production even though 
the firm lands no more defense orders? 

In our contact with high-precision 
manufacturing of the type so plentiful 
in the Cleveland area, we are struck 
with the importance of tolerances in 
manufacturing. We are told that the 
precision required in munitions pro- 
duction is much greater than was 
common in the World War. Where 
close precision is required, an experi- 
enced manufacturing organization, and 
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THERE LOANS 








BUT YOU'VE GOT TO FOR THEM 


AND THE BEST PLACE TO DIG is in the bal- 
ance sheets of your customers. Wherever you turn up one with a large inventory figure 
you‘ve found a prospect for a good loan. Why? Because marketable inventory makes A-1 
collateral when hypothecated to your Bank through Lawrence System warehouse receipts. 
Under this System the goods remain on your customers’ premises and are released by 
you as needed @ Yes, there ARE loans available and we urge you to write today for 


free booklets telling how YOUR BANK can go about getting some of them on your books 


LAWRENCE SYSTEM for bank loans against inventory 


NEW YORK: 72 Wall Street * CHICAGO: 1 No, LaSalle Street » SAN FRANCISCO: 37 Drumm Street + LOS 
ANGELES: W. P. Story Bldg. + Buffalo + Boston « Philadelphia +» Kansas City, Mo. « St. Louis » New Orleans 
Minneapolis » Dallas + Houston + Denver + Fresno « Portland, Oregon « Seattle » Spokane +- Honolulu 
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PENDAFLEX 
Folders in file 





A new basic filing method that 
will speed up your filing! 


Pendafiex hanging folders speed up filing because 
they can’t sag or slump. Headings always in full 
view. Fewer and simpler motions required to file 
or find—misfiling reduced. Space saved by 
eliminating follower block. Pendaflex is modern, 
streamlined filing! 


It’s easy—and inexpensive—to convert your 
filing to Pendaflex. No new cabinets. Folders 
and frame fit any letter or legal drawer. Test it 
first with special low cost Desk Drawer Outfit or 
a single drawer installation—you'll soon insist on 
Pendaflex for all your files. 


Sold by leading stationers— write us today for leaflet 


OXFORD FILING SUPPLY CO. 


346 Morgan Avenue Brooklyn, New York 








Foreue, 
IN LIBERTY PERMANENT 


STORAGE BINDERS 


ex 


It’s as easy as that. Liberty’s Patented Self 
Locking Binder Post holds valuable loose 
leaf records firmly in place so they cannot 
be removed and lost. Covers are of brown 
warp-proof presswood hinged with strong 
linen tape. Patented posts are self-locking 
and fool-proof. No tools needed. Office girl 
can operate. Full range of post lengths. 
Covers any size, any punching. Label 
holders provided. Write for full details, 
prices and FREE Sample. 


FREE Sample 


ANY SIZE 





















BANKERS BOX COMPANY 


536 S. CLARK STREET - CHICAGO, ILL. 








| would be something like this: 
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adequate mechanical equipment fdr 
the purpose, is necessary to pass rigid 
inspection. It usually takes an engi- 
neer rather than a banker to find out 
the capabilities of a shop to meet 
precision standards. 

What it all boils down to, of course, 
is management ability. With defense 
orders ballooning the size of plants and 
expanding their credit requirements 


e 


beyond normal expectations, manage- 
ment is tremendously more important 
as a consideration in credit. If the 
management of a customer company 
has the ability and the imagination, 
then the credit requisite for producing 
its defense orders is probably safe, and 
the defense goods on order will be 
turned out promptly, adequately, and 
satisfactorily. 


* 


DUPLICATE LOANS 


(CONTINUED FROM PAGE 22) 


we could in a pinch attach. It is 
possible that our information comes 
from an agency, which is bound not to 
tell us who the lender is. But all we 


| need is the lead, for with that we can 


get down to business with our cus- 
tomer. 

Of course, since most of us in Dallas 
work pretty closely together, the 
average customer’s chances of borrow- 
ing somewhere else after we (or any 
bank) has charged off a previous loan 
is not bright. In our own case, our 
files would be likely to give us a sus- 
picion that he was “in” somewhere 
else and our answer to the customer 
“You 
have a charged off loan over at the 
X Bank. You go over there and 
straighten that out. I think they’ll 
take care of you.” 


BY keeping a careful watch over a 

credit file, those borrowers who are 
borrowing from several banks soon 
become known and we can sometimes 
stop a man from becoming over- 
extended before it is too late. There 
are a great many good reasons for a 
concern to borrow from two, three or 
even more banks, but there are also 
many businesses which should not 
make loans all over the city. A man 
comes to us, for example, and wants a 
loan of $1,000 unsecured. He insists 
he can’t give us collateral and, as his 
statement isn’t too bad, we are in- 
clined to let him have it. But we 
check outside the bank and find that 
he gave some other bank collateral for 
a similar amount. With that informa- 
tion we know it is time to talk to our 
applicant and ask him two simple 
questions: “Why don’t you go back 
to your other bank?” or “‘Why don’t 
you bring all your business over here?” 
Similarly, when a query comes to us 
from outside about a man who we 
know is close to the wind and who has 
offered his name as an endorser for a 
substantial amount, we know it is 
time to watch him on renewals pretty 
closely. It may be that the deal he 
offered to endorse never went through, 
but if he has the habit, perhaps he’s 


on somewhere else and we were never 
queried. 

All this outside information goes into 
our credit files, if not on the pink 
sheets, then on subsidiary sheets. Of 
course, it ought to be remembered 
that much of this information, reported 
to us from outside sources, is not news 
to us, since it has been reported by the 
borrowers themselves. Of that which 
has not, a good share refers to per- 
fectly legitimate transactions in which 
we have no interest one way or the 
other and to which, once we know the 
details, we have not the slightest 
objection in the world. 

But though this is so, to protect 
ourselves and in fact to protect our 
borrowers, we feel that we ought to 
know as much as it is possible to know 
about the position of every one to 
whom we have granted credit or who 
is asking us for credit. It is an old 
banking maxim that you can break 
any man, if you lend him enough 
money. It follows from that that the 
duplicate borrower isn’t doing him- 
self a particular favor, when he tries 
to conceal or fails to admit his posi- 
tion. Like all banks the Mercantile 
National wants to lend all the money 
it legitimately can. Hence when a 
man wants $1,500 and we hold him to 
$1,000, that is probably all he ought 
to have. Therefore, if he goes across 
the street and gets the other $500, he 
is doing himself a disservice. The 
sooner we find out about it, the sooner 
we can act to protect him by protecting 
ourselves. 

Particularly, is this line of argument 
true in the case of borrowers of small 
amounts in the personal loan depart- 
ment. <A great many people using 
personal loan departments are what 
might be called financial innocents and 
they can succeed in getting themselves 
in a great deal of trouble by borrowing 
in several places at once. In such a 
keenly competitive field as the personal 
loan business, it is difficult to find all 
the duplications in the case of these 
small borrowers, but we have found 
through inter-bank co-operation that 
we can keep the number of duplications 
to a minimum. 
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Our president, Old A. J., a very tough 
tomato about expenses, was giving Bill Hobbs 
hell about overtime again. Bill, our cashier, is 
supposed to boss the bank staff. 

‘“What’ll I do?” asked Bill. ““We have to 
get the work out.” 

“Stagger your schedules,” said A. J. 
‘‘When anybody has put in forty hours, let him 
off for the rest of the week.” 

“Stagger my eye,” said Bill under his 
breath. But the staggered schedules worked for 
a while—until things piled up on us. 

Monday was the end of the month; 
making out staternents and mailing them kept 
a lot of the staff until midnight. The first 
Tuesday of the month, the Building & Loan 





associations stay open at night; and so must 
we. Wednesday the examiners dropped in; and 
audit reports had to be mailed out. Thursday, 
A. J. wanted to send outa notice on a proposed 
assessment to the Property Owners Assn., of 
which he is the president. And on Friday, Bill 
Hobbs sent out this memo: 

Tomorrow (Saturday) all business will 
be conducted entirely by the officers and one 
stenographer, as all other personnel have ex- 
ceeded their legal working hours for this week. 

(signed) W. W. Hobbs, Cashier 
Well, that stopped the staggered sched- 
ules—and brought ona Postage Meter. There’s 


no more mailing after hours now. 
* * * 


A Pitney-Bowes Postage Meter will take 


care of most banks’ mail within business hours. 
The Meter prints your postage, postmark and 
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The stagger-schedule 
__ that STABGERED 


bank advertisement on the envelope—and 
seals it, too—all in a split-second operation. 
Metered mailing moves faster and more 
effictently than lick-and-stick mailing. 

There’s instant, finger-tip selection of 
any postage value for any kind of mail, includ- 
ing bulky statement envelopes, registered mail, 
parcel post, etc. And you can’t run short of 
any stamp denomination. 

Metered mail moves faster through the 
postoffice, too; needs no cancelling, no post- 
marking ... can connect with earlier mail 
trains and planes, save valuable transit time. 

Your postage is always safe; and the 
Meter automatically audits and protects your .# 
postage dollars with bank-like postage control. 

One letter out of every five; mailed in 
1940 was Meter-mailed! Ask yoiir secretary to 
save the envelopes from your incoming mail. 
Note the Meter stamps—and the character of 
the banks using them! The savings and con- 
venience of a Pitney-Bowes Postage Meter 
more than pay for its cost—and it probably 
costs less than you think! There are models for 
small banks as well as large .. . Ask our nearest 
office for a demonstration on your own mail 
—or mail the coupon—soon! 


PitNey-Bowes Postace METER Cc. 


1522 Pacific St., Stamford, Conn. ... Branches in principal 
cities. Consult your telephone directory... In Canada— 
Canadian Postage Meters ¢7 Machines Co., Ltd. 













Pitney-Bowes Postage Meter Co. 
1522 Pacific St., Stamford, Conn. 


©) Mail me ‘The Great Grimblestone Survey” 
© When may we have a demonstration? 
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(CONTINUED FROM PAGE 27) 


to the government for the duration of 
the war in most cases retain their bank 
pay, or are “‘dollar-a-year’’ men with a 
daily living allowance. Group insur- 
ance and pension benefits are retained 
for most of those who have left for 
war service, since each staff member is 
assured of his post with the bank al 
the end of the war. 

To replenish bank staffs many 
juniors are being taken on and pro- 
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CANADIAN BANKING 


motions are made as these juniors are 
trained. Anticipating a shortage in 
men, many girls are being hired, in 
some cases temporarily, in others 
permanently. In the latter case they 
are being urged to continue or learn 
secretarial training to fill in after the 
war as secretaries in smaller branches 
where heretofore branch managers 
have been accustomed to doing their 
own secretarial work. Many tormer 
girl employees are being taken on, 
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having left originally to be married. 
Special pay scales for such former 
employees have been set up based on 
their former salaries. 
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Description of New Counter 
Advertising 


*“A Good Book for Any Month’”’ is 
the title of the latest savings account 
folder issued by the Provincial Bank 
of Canada. The folder illustrates in 
calendar fashion the months of the 
year, and inside tells of the savings 
account department facilities of the 
bank. 

Another folder issued recently by 
the Provincial Bank of Canada along 
this line is entitled “‘We have ONE for 
YOU and... it is the BOOK of the 
YEAR!” A third new savings depart- 
ment folder is entitled “‘Life’s Story.” 

“Helpful Banking for the Military 
Man both here and in London” is a 
folder issued by the Bank of Montreal, 
and features a map of London’s West 
End with branches of the bank 
marked. 
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Telling Young People How 
to Use the Bank 


To give high school and business 
school students an insight into mod- 
ern banking, the Bank of Montreal 
is distributing throughout such Cana- 
dian schools a 22-page booklet titled. 
“Your Bank and How You May Use 
It.” A 16-page insert, “A Bit About 
Banking,” tells the history of banking 
throughout the world and brings the 
student up to date on Canadian bank- 
ing history. 

The main booklet lists and describes 
the main functions of any Canadian 
bank, the various forms of accounts 
that are available, the many services 
for customers. It tells the students 
how each different type of account 
operates and how to fill out the various 
forms issued by the bank; it also out- 
lines the procedure in borrowing money 
from the bank for individual and busi- 
ness needs. A short history of the 
Bank of Montreal is contained in the 
last two pages. 
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New Money Regulations 
in Alberta 


Alberta’s Social Credit Government 
is expanding its treasury branch sys- 
tem to establish ‘‘a flexible barter 
system which would permit the ex- 
change of goods without the use of 
actual money,” according to an an- 
nouncement of Provincial Secretary 
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E. C. Manning. The new features 
being introduced are: 

1. Existing transfer voucher de- 
posits will automatically become cash 
deposits from a date to be announced 
later. 

2. A new non-negotiable transfer 
voucher will be introduced for the 
transfer of “‘trade claims.” 

3. Trade claims will be claims on 
goods and services as between persons 
having accounts with the treasury 
branches. They will not be claims on 
cash. 

4. Persons may acquire trade claims 
for goods or for services or from treas- 
ury branches for money. Such money 
received by the treasury branches for 
trade claims will be available for 
obtaining goods which have to be 
brought into the province or which 
cannot be obtained for trade claims 
or barter. 

5. Retail merchants accepting trade 
claims for their goods will be assured 
of satisfactory arrangements for the 
replacement of such goods. 

6. Consumers obtaining goods from 
co-operating retail merchants with 
non-negotiable transfer vouchers will 
be entitled to a 5 per cent bonus in 
trade claims on the price of all such 
goods bearing the Alberta trade-mark 
and on a like amount of other goods 
bearing the Alberta trade-mark and 
on a like amount of other goods ob- 
tained with transfer vouchers in any 
month. 
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COURT 
DECISIONS 


(CONTINUED FROM PAGE 25) 


tice to hold that the records of insti- 
tutions like banks disclosing facts as 
they occurred at the time possess no 
probative force of the occurrence of 
those recorded facts. The bank’s 
records in this case clearly show that 
the transaction here involved was 
nothing more nor less than a straight 
borrowing by the defendant from the 
bank of the original loan.” 

So, thanks to the bank’s records, the 
court decided that the instrument was 
in effect a “note” and could still be 
sued on. It’s a legal maxim that 
“equity looks to the substance and not 
tothe form.” (Farmers National Bank 
vs. Guthrie, 145 Southwestern Re- 
porter, Second Series, 518.) 


e * * 


‘*Trick’’ Note 


Banks taking notes with “trick” 
provisions should scrutinize them care- 
fully at the time of delivery, as a 


recent New Mexico decision makes 
clear. 

There, in an automobile financing 
transaction, a note was given which 
contained this provision: “This note 
is not binding on any of the signers 
until signed by not less than ten men.” 
When the note contained seven signa- 
tures one of the makers delivered it 
and secured for it an automobile, with 
title and possession going to himself. 
Shortly thereafter the automobile was 
demolished and the signer who had 
obtained the car for the note got three 
more persons to sign the note and then 
returned it to the holder with the ten 
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signatures. The holder then attempted 
to enforce the note against the ten 
signers. 

“There is no evidence,” declared the 
New Mexico court, “to indicate a 
limited or conditional delivery of the 
note in this case. The delivery was 
unconditional. Plaintiff took it in 
complete payment for the car then 
sold and delivered. Obviously he took 
a note incomplete and irregular upon 
its face. Not only was the note of 
such a character that plaintiff could 
not rely upon a status of a bona fide 
holder in due course, but was void and 
wholly unenforceable from the moment 
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HIS Loan Department Bus 

can be arranged to accom- 
modate all records pertaining 
to every loan transaction. 


Wheeled close to the Loan 
Officer’s desk, it will save miles 
of steps, and it will give the cus- 
tomer confidence in the bank’s 
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of its negotiation and delivery in 

PERSONALIZED CHECK FOLDERS violation of the plain language of the 

IN GENUINE LEATHER restrictive clause contained therein.” 

Giack, Boowm, or Ansaveed Catese) The later addition of the three 
Also Leather END-STUB styles, and : 

leather Paes Books. Inquiries invited. signatures needed to make the total of 


ten did not help the situation, the 
UNIVERSAL CHECK COVER CO..,Spri 1d, Ohi ‘ ean 
pens Se court said, because the transaction 
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Do You Judge A Fire 
Insurance Company By Its 


AGE? 


GE is not necessarily a sign of wisdom, but 
when an old company successfully 
weathers the financial storms for more than a 
century, it is a real proof of wise management. 
For 105 years we have steadily gone for- 
ward. Conservative operating practices have 
enabled us to survive the many panics and 
disasters of those years, yet today we are in a 
stronger financial position than ever before 
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had been closed by negotiation of the 
note and delivery of the automobile 
therefor before the last three signa- 
tures were secured, so as to those 
signers there was no consideration. 

Net result: the holder is “stuck” 
with an unenforceable note, the auto- 
mobile is demolished, and the ten 
signers are not liable. Small wonder 
that banks are wary of notes in unusual 
form or containing “trick” clauses. 
(Wood vs. Eminger, 107 Pacific Re- 
porter, Second Series, 557.) 
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Full Value for Note? 


The question of just what constitutes 
valid, legal consideration for a negotia- 
ble note was recently discussed by the 
Supreme Court of Appeals of West 
Virginia. 

“Want of consideration,” said the 
court, “embraces transactions where 
no consideration was intended to pass. 
This is to be distinguished from failure 
of consideration, which means that 
something presumably of value was 
intended as a consideration, but did 
not materialize.” 

But suppose the consideration given 
is less in value than the amount of the 
note; for example, that a consideration 
worth $500 is given for a note drawn 
for $1,000. May the note be attacked 
for “inadequacy” of consideration? 
The West Virginia court thinks not, 
saying: 

“Valid consideration supporting a 
note need not be of balanced value 
with the instrument. Where a note is 
supported by a valuable consideration, 
there being no showing of fraud, mis- 
take, undue influence or mental in- 
capacity of the maker, mere inade- 
quacy of consideration will not defeat 
the obligation of the note.” (Rau- 
schenbach vs. McDaniel’s Estate, 11 
Southeastern Reporter, Second Series, 
852.) 
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Danger to Set-off 


Agreements between banks and 
borrowers should be carefully scruti- 
nized to make sure that they do not 
jeopardize any of the rights which the 
bank may ordinarily exercise against a 
debtor, particularly the right of set-off 
of his debt against his deposit account. 

A New York bank held a mortgage 
which was in default. The mortgagor 
executed an agreement whereby he 
assigned to the bank the rents of 
the mortgaged building, with power 
to the bank to collect them. . In con- 
sideration of this, the bank agreed 
to waive any right it might have 
to a deficiency judgment against the 
mortgagor. Sometime thereafter the 
bank set’ off against the mortgage 
debt the mortgagor’s deposit in the 
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sum of $524.24. The mortgagor- 
depositor then sued to get back this 
money, contending that the bank, 
in waiving its right to a deficiency 
judgment, also waived all right to en- 
force personal liability against the 
mortgagor, such as by set-off. 

Three justices of a five-justice court 
sustained the bank’s right to set off 
the deposit account, but the two 
dissenting justices were of the opinion 
‘that the bank had no right to the 
money. 

“I do not believe it may reasonably 
be said,” declared one of the dissenting 
justices, “that, when the bank agreed 
not to seek a deficiency judgment, it 
nevertheless reserved its right to 
apply plaintiff’s deposit to the reduc- 
tion of the mortgage indebtedness. I 
am led to the conclusion that upon 
receiving the assignment of the rents 
the bank intended to look to the mort- 
gaged property alone for the payment 
of its mortgage.” 

If one more of the justices had 
thought that way, the bank would 
have been forced to pay back the 
deposit which it had taken by set-off. 
This suggests that in bank’s deals with 
debtors it is the part of wisdom to 
make sure that all ‘‘angles’”’ are pro- 
tected from the bank’s point of view. 
A three to two court decision is too 
close for comfort. (Blust vs. Yonkers 
National Bank and Trust Co., 23 
New York Supplement, Second Series, 
512.) 
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Guarantee by Fraud 


In making a loan to a woman bor- 
rower on her note, a bank obtained 
from her son a written guarantee of 
his mother’s indebtedness. When the 
mother subsequently defaulted, the 
son was sued on his contract of 
guarantee. 

The son admitted that he signed the 
contract, but asserted that he was 
induced to do so by the fraud, coercion 
and duress practiced upon him by the 
bank and its officers and employees 
and that, therefore, he did not execute 
the eontract voluntarily and inten- 
tionally. He claimed that the terms 
and conditions of the guarantee were 
falsely represented to him. He also 
contended that duress was practiced 
on him by the bank’s officers telling 
him that his signing the guarantee 
was necessary for his mother’s welfare 
and that if he did not sign it, his 
failure so to do would be injurious to 
his mother and her welfare. 

Discussing particularly the allega- 
tion that he signed the contract with- 
out reading it and relied upon the 
statements of the bank’s officers as to 
what it contained, the New York 
court said: 

“He does not say he is unable to 


Realizing the value and importance of 
modern, efficient farm tools, bankers have 
been a potent force in the promotion of 
prosperity of rural communities. In offer- 
ing a helping hand to deserving farmers 
who lack the ready cash for buying needed 
tools and power, bankers have helped 
those farmers to become better customers 
for all business places in the community. 

This year bankers and MM dealers will 
again be cooperating to bring more MM 
tractors and machines to deserving farm- 
ers in their communities. In doing so, 
they'll be performing a service not only to 
the farmers themselves but to the com- 
munity as a whole, and indirectly the 
whole nation. 
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read. There is nothing to show that 
he is blind or illiterate or ignorant of 
the English language. The language 
and words of the guarantee are simple, 
direct and explicit. It is a form in use 
every day in banks and commerce. 
Considering all the circumstances, the 
claim of the defendant that he did not 
know what he was signing, and that 
fraud and duress were practiced upon 
him by the bank, would strike a 
mortal blow at the integrity of com- 
mercial paper and credit. It would 
logically destroy the very foundation 
of business transactions in every day 
life. If such claims were permitted, 
contracts would not be worth the 
paper on which they are written.” 
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(First Trust Company vs. Dumary, 
23 New York Supplement, Second 
Series, 532.) 
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‘*‘Bad Faith”’ 


That a bank may suffer loss because 
of its knowledge of a depositor’s 
affairs, is shown in a recent Kentucky 
case. 

There a deposit account was in the 
name of A as executor of the Estate 
of B. The bank accepted a check 
drawn by A on that account in satis- 
faction of his personal note held by the 
bank. A also drew other checks on the 
account in payment of his obligations 
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to various other creditors. Later 
parties in interest in the estate sued 
the bank for the amount of the checks 
thus used for personal purposes by the 
executor. 

Holding that the bank was liable 
for the amount of the checks because 
of “bad faith,” the Kentucky court 
said: 

“The presumption that the executor 
would apply the funds to their proper 
purposes ceased to exist when the 
bank accepted his check as executor 
in payment of his personal debt. The 
bank not only participated in the 
diversion of the trust funds, but the 
conversations of the executor with the 
bank’s officers tended to notify the 
officers of his purposes. The bank 
thus had knowledge of such facts that 
its action in honoring the checks 
amounted to bad faith.” (Peoples 
National Bank vs. Guier, 145 South- 
western Reporter, Second Series, 1042.) 
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WASHINGTON 
VIEWPOINT 


(CONTINUED FROM PAGE 19) 


$274,506,270, of which $211,105,027 
was derived from assessments paid by 
insured banks. 

There occurred during 1940 a net 
reduction of 93 in the number of 
insured banks, 143 banks having been 
eliminated while only 50 were admitted 
to insurance. 

7 . e 


Holds that Directors are 
Under Social Security 


The Bureau of Internal Revenue is 
adhering to its position that banks 
must pay social security old age and 
unemployment compensation taxes on 
directors who serve on bank com- 
mittees. The American Bankers As- 
sociation has protested this position 
and while the protest has been officially 
rejected the A. B. A. is continuing its 
efforts to have the ruling reversed. 

Under social security tax regulations 
an officer of a company is considered 
an employee but a director as such is 
not unless he performs other duties 
than going to board meetings. In 
many banks directors are named to 
serve on committees to supervise 
various functions of bank operation, 
and the A. B. A. contends that in such 
cases they are simply acting for the 
board and not in an administrative 
capacity, and therefore they should 
not be taxed as employees. The 
Bureau has ruled, however, that serv- 
ices performed as a member of a com- 
mittee are not considered as being 
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performed by a director as such and 
that the legal relationship of employer 
and employee exists between a bank 
and the members of the various com- 


mittees. 
- e 3 


The Attorney General’s 
Banking Recommendations 


Bankers’ relationships with Federal 
supervisory agencies will be put on a 
new basis and a more uniform and 
judicial type of procedure established 
if Congress enacts recommendations 
made by the Attorney General’s Com- 
mittee on Administrative Manage- 
ment. 

Specific recommendations for im- 
proving Federal control of banking are 
included in a voluminous report deal- 
ing with practically every regulatory 
agency. of the government, and have 
been incorporated in a general bill now 
pending in Congress. Compared to 
the committee’s criticisms of some 
Federal agencies, the suggestions as to 
the three banking agencies are mild, 
but their adoption would go far toward 
clarifying the relationship between the 
banks and the agencies. 

The pending legislation creates an 
Office of Federal Administrative Proce- 
dure to supervise the activities of all 
regulatory agencies. This office would 
appoint hearing commissioners to con- 
duct all formal hearings by any 
agency, instead of each agency having 
its own trial examiners, and the func- 
tions of a commissioner would be like 
those of a trial judge. The decision of 
a commissioner would normally be 
final, but an appeal could be taken to 
the head of the agency. All decisions 
would have to be accompanied by 
written opinions giving reasons for the 
action. A regulated business concern 
could ask for an advance or declaratory 
ruling, and this would be binding on 
both it and the agency and could be 
appealed to the courts. The functions 
of prosecutor and judge would be 
separated as much as possible in 
every agency. New regulations would 
be made only after interested parties 
had been given an opportunity to 
discuss them. 

The committee was appointed by 
the Attorney General two years ago 
to study the whole subject of Federal 
regulation, since the administration 
was concerned over the pressure to 
enact the Logan-Walter bill which 
would have provided appeals to the 
courts from all actions by regulatory 
agencies. The committee was com- 


posed of prominent lawyers, judges and 
law professors, and its chairman was 
Dean Acheson, Washington attorney, 
who was formerly Assistant Secretary 
of the Treasury and has recently been 
made Assistant Secretary of State. 

As to the Federal Reserve System, 
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the Comptroller of the Currency, and 
the Federal Deposit Insurance Cor- 
poration, the committee stated that 
most of its.general regulations would 
apply, though there is no need for 
hearing commissioners to be assigned 
to these agencies permanently. Most 
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of the specific criticisms in the report 
deal with procedure in respect to 
issuance of rulings and actions on 
applications. On these subjects the 
report says: 

Procedure in respect of issuance of 
rulings —The Board, the Federal De- 
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is engaged primarily in facilitating 
wholesale distribution and retail 
sales of the following products 
of General Motors Corporation 
and its world-wide affiliates: 
CADILLAC, BUICK, OLDSMOBILE, 
PONTIAC, CHEVROLETautomobiles; 
FRIGIDAIRE appliances for refrig- 
eration and air conditioning; 
DELCO lighting, power 
and heating equip- 
ment; GMC trucks; 
BEDFORD, VAUX- 
HALL and other 
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foreign made automotive vehicles. 

The business consists of invest- 
ments in self-liquidating credits, 
widely diversified as to region 
and enterprise, capital employed 
being in excess of $80,000,000. 
_ In obtaining short term accom- 
modation, GMAC issues one stan- 
dard form of note. This obliga- 
tion it offers to banks 
and institutions, in 
convenient maturities 
and denominations at 
current discount rates. 
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controls vast expansion in the national production 


program. But this accounting is none the less vital. 


Quick decisions affecting orders, materials, produc- 
tion and shipments can be made when executives 
have figures while they are news, not history. 
Budéets, specifications, estimates and commitments 


backed up by accurate figures get quicker action. 


Today — as for more than fifty years — business 
and industry rely upon Burroughs machines for the 


essential control figures. 
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posit Insurance Corporation, and the 
Bureau of the Comptroller of the 
Currency issue a series of “rulings” or 
interpretative opinions, many of which 
partake of the characteristics of regu- 
lations, are policy making, and for 
practical purposes are binding upon 
banks or others whom they concern. 
Prior to issuance, there is commonly 
no consultation with outside persons, 
nor does either the Federal Deposit 
Insurance Corporation or the Bureau 
of the Comptroller publish or make 
available to the public these rulings. 
* + . 


Would Build New Mint 
to Facilitate Coinage 


So great is the present demand for 
coins that United States Mints are 
unable to keep up with requirements, 
even by working twenty-four hours a 
day with new machinery and faster 
production methods. So the Treasury 
Department is asking Congress for 
authority to erect a fourth mint some- 
where in the middle west to serve 
banks in that area. 

More coins were struck off by the 
three mints during 1940 than in any 
previous year in our history, according 
to a report of Mrs. Nellie Tayloe Ross, 
Director of the Mint. A new high 
production record of 1,209,478,982 
coins was established, as compared 
with previous records of 738,742,000 
coins in 1919 and 674,089,105 coins in 
1939. 

. The value of the 1940 output was 
$50,157,850, while the 1939 valuation 
was $38,289,169. The greatest in- 
creases have been in cents and nickels. 
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Competitive Bidding on 
Utility Security Issues 


Investment policies of banks and 
trust companies may be affected by 
the outcome of a proposal of the 
Securities and Exchange Commission 
to require competitive bidding on 
securities issued by public utility 
holding companies. 

Such securities are a relatively small 
proportion of the volume of industrial 
offerings available to _ institutional 
investors, but the practice might 
spread to other types of issues, though 
under existing legislation the SEC has 
no authority to require competitive 
bidding except as to utility offerings. 
Several commercial bankers joined 
with spokesmen for other institutional 
investors and the Investment Bankers 
Association in opposing the plan at 
extended hearings held by the SEC, 
though some investment firms and 
others contended that it would break 
up the concentration of financing in 
New York City. 
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POSTING THE NATION’S 
CHECKING ACCOUNTS ... 


From one end of the nation to the other, banks regard Bur- 
roughs machines as outstanding for speed, ease and economy 
—as well as dependability—in posting checking accounts. 


And today—with banks buying more Burroughs products than 
at any other time in a decade—there is conclusive evidence 
that Burroughs’ new developments, new machines and new 
features are the most advanced and the most dependable for 
meeting today’s requirements. 
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